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In every field theres Ld leader... 


wilh coudag ey ul i 


the sash cord and 
clothes line your customers 
deserve because they offer 


more quality, longer life... 





all at no extra cost! 


MOp r 
Es 
"SH CORD MADE By SAMSON THAN ANY © 


Obits ere Lae 
SPOT-CORD 


...now bagged and tagged for ws 
new point-of-sale impact ! a 


SAMSON CORDAGE WORKS ... BOSTON 10, MASS. 








SASH CORD 


A auelity cord priced to sell in volume. Con 
nected 50 1 and 100 ft henks individually 
packaged in polyethylene begs 1200 11. and 
2400 #1 coils peckaged in dispensing disoloy 
carten 


BRAIDED MAGON’S LINE | CLOTHES ORYER CORD 


A good oli yeor round setter Extra strong, 
non-kinking, aen-reveling. Meson + Line, Chotk 
Line, Awning Cord, etc 
















A cord especially designed for replocement 
vse on clothes dryers. Three 50 ff. connected 
honks moke flexibie sale unit 


is a , 4 om ; 
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BIG BALL 
TWINE ASSORTMENT 
This i¢ one of many King Cotton Assortments 


Gives you @ wide variety of twine with ne 
inventery problem. Bells are 25¢ sellers 


NYLON MASGON’'S LINE ae DRAPERY CORD and 
100% NYLON, twisted or broided Excelient VENETIAN BLIND CORD 
fer Mason's tine, Chelk Line. Plumb Line. ideo! put-up for the home replacement market 
Pull Cerd, Orepery Cerd 100 ff. speots in Handy coils, cellephene wrapped, dispiey 
disploy box Many other ovt- vos peckoged, al! standard colors 


CHALK LINE 


Tepe auelity, display peckeged Masons Line, 
Levewt Line, Furring- Out Line, Tile-Setting, 
etc A staple, yeor round seller 



















5 
CLOTHESLINE SNAP-SACKS 
The best erode that’s priced te sel! in volume These SNAP-SACKS ore mode from heevy 
Cennected henks individvelly packeged in as geuge polyethylene with an elastic © Help 
polyethylene bogs VYeurself'’ top. Mason's Line, Butcher's Twine, 
Chalk Line, Wrepping Twine, jvte, indie 6 


Be sure to send for 
our complete catalog. 





CORDAGE* 


JOHN HH. GRAHAM & CO. INC. 
106 OVUANE STREET, NEW YORK GB, N.Y. 























} CALLS FC DF 
LAR SAWS 


sales-packed assortment gives you added sales and 
rorit, with minimum storage space. Now, at low cost, 
| stock an assortment of circular blades taking care of 
87%, of your calls for blades! 

The ATKINS No. C-20 Circular Saw Assortment contains 
6", 7” and 8" sizes, fitting Black and Decker, Skilsaw, Mall, 
Porter Cable, and Bench and Table Saws. 


Get added sales and added profit, today... with ATKINS! 













Counter Display-Merchandiser with each No. C-20 Assortment 


4 Assortment Retail Selling Price. ..... $40.95 
Free: I i ee 28.65 


NO PRICE INCREASE on this assort- 
ment while they last! Order TODAY! Dealer Profit 3 | 2.30 


SAW DIVISION 
BORG-WARNER 
CORPORATION , 

indianapolis 9, Indiana BRANCHES: Chicago « Chattanooga « Los Angeles © Philadelphia + Portiend, Ore. 
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Increase your file turnover...Stock and 
Display these Nicholson Best Sellers! 



















oy eer ~ « W wet 


SAW FILES — You can sell lots of Taper files — Regular, Slim, Extra Slim and Double Extra Slim, for saw 
teeth with 5 to 16 points per inch, Fastest moving sizes; 6” and 7”. i 





cn eee eee ed pei: 


fee : 


CHAIN SAW FILES — Increasing popularity of this homeowner's power tool is reflected by bigger sales 
of Nicholson and Black Diamond Chain Saw files. They come in Round, Square and Lozenge for every 
chain saw need. 


REGULAR PURPOSE — The Nicholson Mill file is a steady, year-round staple, widely used for metal removal 
and smoothing. Most customers ask for the 8” size. Keep enough on hand. 


WOOD RASPFS — With woodworking one of America’s top hobbies, you have a ready-made market for 
cabinet and wood rasps. Build volume by stocking both smooth and bastard cuts. 





















Customers buy what they see. Display your files prominently for bigger volume, bigger profits 


evOks NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 
Ye? 


= t (in Canada Nicholson file Company of Canede Lid . Port Hope, Ontario) 
v.S.A. 
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Ace . American Chain Now MAR ED 


products -for quick identification 
-for approximate Measurement 
-for full Protection 


ACCO now comes up with a great 
new idea in chain selling—an idea 
that will not only increase your sales 
of AMERICAN chain, but will save 
you time and trouble while building 
your profits! 

From now on, ACCO chain will be 
color-marked, approximately every five 
feet, with a self-identifying band of 
stick-tight tape. The tapes, each 
bearing the name ACCO and the grade 
of the chain, will be in standard 
industry colors as follows 


GREEN for ACCO Proof Coil 
RED for ACCO BBB 

BLUE for ACCO High Test 

' for ACCO Alloy 


Containers are marked with the same colors 


Quick identification « These new 
markings teil you and your customers 
instantly what grade the chain is, and 
who makes it. This makes selling easier 

and makes buying easier and faster 
It eliminates the possibility of confu- 
sion or error 
Easy Measurement « Because one of 
these bright, durable tape markers ap- 
pears approximately every five feet of 
the chain, it is a simple matter to 
measure off the desired length of chain 
in seconds 

Full Protection « These color- 

identification markers assure the user 
that he is getting genuine ACCO-made 
chain of the grade he wants —and in the 
length he wants. No chance for any- 
thing to go wrong. Even a color-blind 
person can Kientify these chains by 
reading the clear markings! 


Now, more than ever, it will pay you to 
stock and push AMERICAN chain. 
Order these color-identified chains 

from your distributor today 


American Chain Division 
AMERICAN CHAIN & CABLE 


York, Pa, Atianta, Boston, Chicago, Denver, Detroit 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portiand, Ore., San Francisco, Bridgeport, Conn 
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Editorial 


by W. A. Phair 


“Why” is a wondertul word... 


The simple word “why” is one of the greatest merchandising tools 
that the imagination of man has ever developed, It costs nothing to 
use, yet if used properly it will protect you from getting into bad sell 
ing habits; it will keep you from getting behind the times 


Unfortunately, most of us do not use this wonderful word often 
enough. If we were all to use it more frequently, we could solve a 
great many of the problems the hardware trade faces these days. 


We ail do a great many things as a matter of habit. Perhaps it was 
the best way to do it, when we first started... 10, 15 or 20 years ago. 
Sut is it still yoo today? Why? 


We see many manufacturers using the same merchandising methods, 
yes, even the same colors, that were used 20 years AO Perhaps they 
are still effective. Why? 


Wholesalers face the same problem. Many are using binning methods 
and billing techniques that were installed 20 years ago. Are these pro- 
cedures still effective today? Why? 


It is of little value to ask why unless you have in mind a specific idea 
of what you want to do. That purpose, so far as we in the hardware 
trade are concerned, is to get merchandise into a dealer's store as 
quickly and as economically as possible, and to make that product as 
attractive as possible to consumers. In short, every step taken at the 
manufacturing or wholesale level should be with the purpose of making 
the product sell better at the retail level. 


Unhappily, everybody doesn’t think in those terms. Every hardware 
store contains many examples where the color used on a product, or 
the design used for a package, is based on somebody's whim, or some 
wife’s persoral preference. This is not good merchandising 


You can find, in any store, dozens of products that have been made 
and marketed in the same manner for the past 30 years. Yet, there 
have been major changes in consumer habits and needa, as well as in 
retailing methods, over the years. Perhaps the design of 50 years ago 
is still good. But let’s be sure; let’s keep asking, why? 


There is a Jarge merchandising organization that has a simple, little 
sign posced in all its offices. This sign reads, ‘Think retail.” 





That woulc be an ideal guide for everybody in the manufacturing 
or wholesaling business. If we keep asking why about everything we 
do, against a background of always thinking from the retalil view- 
point, we could take some great steps in improving our merchandising 
methods. 














Editorial 





al 
continued 
Recognition of the importance of “thinking retail” is visible in the in- 
creased use of market testing before the general introduction of a nev 
procuct or promotion. Market testing is a wonderful Was Lo work out the 
bugs in a new product and to be sure that it does have the necessary con 
sumer appeal. 
But, how many hardware manufacturers do market testing? Some do, 
but not nearly as many as should. We would all benefit if market testing 
was more widely used. “Cd 
The next time you hold a sales meeting to discuss a new product or a new 
promotion, keep asking, “Will this make it easier to sell at the retail level’ 
Why?” You will be surprised at how you will be able to improve your mer- 
chandising habits ...and your profits 
| ‘ ‘ + '“ 
A rut and a grave... 
The retail hardware trade is moving into its busiest and potentially most 
profitable season—the Christmas holidays. This year will be a good year 
for many dealers. How will you make out? 
Will you be following the same pattern as last year in decorating the 
store and in your promotion activities? Why? 
Were the results last year so good that you feel you couldn't improve or 
them? Or were the results last year just so-so? If they were only so-so, 
then why not ask, why? 
The problem of finding time in a day to do the things that a dealer must 
do is a rough job. Yet, if your business is to be kept profitable, you cannot 
use this as an excuse for continuing to do the same thing year after year 
It is very easy to drift into a rut. 
It has been said tha. the difference between a rut and a grave is only a 
matter of dimensions. When a dealer drifts into a rut, it is only a matter of 
time until the store is buried. Your competitors will be glad to help bury 
you—and they won't ask why? 
liow can you prevent this? One simple way is to keep asking the ques- 
tion... why? As this often enough and you'll be amazed at the ideas you'll 
get for improving your procedures. 
For the past five years you have been using newspapers exclusively for ‘ 


your Christmas promotions. Why? You have never tried gift books, or radio 
or TV. Why? 


lor the past four years you have put toys in the front of the store. Why” 
Is this still a good idea? Or would Christmas tree lights and house decora- 
tions pull better traffic? Why? You insist that tools will never sell as gifts. 
Why? Have you really tried to promote them as gifts”? 


We can go down a long list of such subjects and just by asking, why? w 
can get some very worthwhile new angles on each problem. 


The use of this simple word, why, can be a very useful merchandising too! 
for dealers, also. Why not put it to work on your Christmas planning” 
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Q. How to lick door closer installation problems? 


A. ILCO “UNIVERSAL” 


Here’s the best remedy for door closer installation @ Unconditionally guaranteed for 2 years 
headaches. The ILCO “Universal’’ is ready for SHREPY CRED EPEES & Caes 
mounting as is... without any mechanical change... 
on right or left hand doors. No chance for anyone in- 
stalling the wrong closer and harming the operating 





Extra powered helical coil spring 


@ Heavy, forged steel, one-piece shaft and 
crank eliminates breakage 


; @ Single valve provides dual speed control... 
mechanism. one speed for closing . . . one for latching 


At this time of the year when door closers are really @ Precision machining throughout 
in demand, do your customers a good turn —- sell them @ Rugged construction 
ILCO “Universal’’ closers. @ leak-proof 


: __ Me straight line to satificd customenrs..,steaily profits +5) 


6 che 
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WASHINGTON 


NEWS 





BY WASHINGTON 


Record $16.5 Billion Year Seen 
For Repair, Modernizing Market 


The maintenance and repair market continues to 
grow rapidly. Expenditures hit a record $15.9 billion 
in 1955. 

Homeowners, last year, according to a report by the 
Departments of Commerce and Labor. spent $6.5 bil- 
lion of the total. Farmers added another $699 million. 

The 1955 total was a whopping $1.3 billion higher 
than the previous year. 

Homeowners, according to the government, in- 
creased their spending by $900 million in 1955 over 
1954, The figures show that an increasing number 
of homeowners are spending an increasingly large 
amount for fix-up operations. 


If these trends continue home fix-up spending in 1956 
wil probably top $7 billion and should continue to rise 
each year as home ownership increases and total com- 
merewal, industrial, and residential repair and mod- 
ernization spending this year will probably hit $16.5 
billion. 


New Groups Join Growing Force 
Seeking Repeal of Coop Tax Laws 


The drive to obtain congressional repeal of an 
alleged tax advantage now granted to cooperatives is 
continuing to grow. 

In the latest move, dealers and wholesalers have 
formed a new group which hopes to marshal strong 
grass roots support for the campaign. 

Dealers through the National Retail Dry Goods 
Assn. and wholesalers through the National Assn. of 
Wholesalers have formed the Trade Associations In- 
formation Committee For the Taxation of Coopera- 
tives. They hope to be joined by some 50 more trade 
associations. 

The complaint is that present tax laws permit co-ops 





BUREAU OF 





HARDWARE AGE 


to cut prices, giving them an unfair competitive ad- 
vantage by not requiring them to pay normal corpora- 
tion and stockholder dividend taxes. 





If the drive to require co-ops to pay regular business 
taxes is to overcome the formidable opposition of the 
U.S. Agriculture Department and co-op and farm 
groups it will need strong support from individual 


husinesamen. 


Dealers Fighting Discounters Hit 
With Sherman Anti-trust Violation 


The Justice Department has filed its first court 
suit against a group of retailers for allegedly acting 
together to enforce fair trade prices and to fight dis- 
count house competition. 

The civil suit, filed against a Memphis, Tenn., 
retail trade association and seven of its members, 
charges they violated the Sherman Antitrust Act by 
conspiring to maintain manufacturers’ retail prices 
on electric and gas appliances, adhering to maximum 
limitations on trade-in allowances, preventing distribu- 
tors from selling appliances directly to consumers, 
eliminating the competition of discount houses with 
retailers, and adhering to restrictive practices in ad- 
vertising the selling prices of appliances. 


The department seeks a court order forbidding a 


continuation of these practices. 





The department hinted that further suits may be 
forthcoming, and warned retailers that “such con- 
spiracies... 
are bound by the anti-trust laws even though they sell 
only in one state, 


will be prosecuted vigorously” as dealers 


(Continued on page 64) 
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Hardware Suppliers sell more Kwikset 
line locksets than any other brand 
Why? Because Kwikset offers outstanding quality 
at competitive prices ...two distinctive knob designs 
| popular functions and finishes ...a sales policy that 
assures fair profits ...and an aggressive advertising 
gram that pre-sells Kwikset to your customers. 
Sales leadership means faster inventory turnover 
and higher profits. To sell more locksets be sure 


and recommend the Kwikset ‘'400"’ line. 





‘America's largest selling residential locksets’’ 


4 





KWIKSET SALES AND SERVICE COMPANY + ANAHEIM, CALIFORNIA 
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LATEST INFORMATION ON NEW 


2-color cabinet hardware 


Many color combinations are pos- 
sible in this line of two-color cab- 
inet hardware.This Tempo line com- 
bines black with polished bronze, 
brass or copper in two satyles of 
pulls, Each 
sizes with all parts being 


style comes in two 
inter- 
changeable in each group. In addi- 
tion, plates of materials such as 
Formica can be fitted into the cones 
to produce a variety of colors. A 
low cost tool called the Tempo die 





is available for cutting matching 
plates. Displays for the complete 
line and for limited quantity dis- 
play are available. Washington Stee! 
Producta, Ine. 


Per more data circle No. 1 on posteard, p. 77 


Contemporary home mailbox 
Modern design conscious home- 
owners will be customers for the 
Contemporary mailbox which has 
been styled to harmonize with mod- 
ern residential architecture. The 
counterbalanced pouch automatical- 
ly closes over its contents. All-meta! 


mailbox is finished in dull black 


12 





brass trim. 


with Retail price is 
$12.95 for the unit which comes in 
an all-season gift box. McKinney 
Mia. Co. 


Fer more data circle No. 2 on posteard, p. 77 


Combination cooking utensil 
This combination cooking utensi! 
consists of a perforated pie pan 
that fits into a full-size cake pan to 
form a brobler. Broil ‘R 
Bake’s top pan broils small meat 


handy 


items while the bottom can be used 
to heat vegetables at the same time. 
Both 
their normal cooking purposes. Re- 


pans can also be used for 








TY) iste Ce 


tails in the East for $2.7 , slightly 
higher in the 
Cooking Utensil Co., Ine. 


i 
West. Aluminum 


For more data circle Neo. 3 on posteard, p. 77 


LP torch carrying case 


A combination of four LP torch 
tools in one is contained in this 
strong metal carrying and storing 
case. The Multi-Torch chest con- 
tains enough burner tips to meet 


every torch application. Retail 





price is $9.99. The chest contains 


one regular Turner torch, one 


heavy-duty burner, one chisel 


soldering tip, one flame spreader 
and the metal case. Turner Braes 
W orks. 


For more data circle No. 4 on posteard, p. 77 


Two power hand scroll saws 
Two models have been added to 
the Whiz-Saw line. Model No. 10 
and Model No. 15 ‘illustrated 
the same 


have 
gearing and reciprocal 
action offered on the previous model 
with the addition of a more power- 


ful motor. No. 10 can rip and cross 
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Want more information on these 
products? Then use free post 
card on page 77. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 


TO HELP YOU @& 


brushes carded for rack display 


with 12 brushes to a container. NEW DISPLAYS 

Ox Fibre Brush Co. 7 

For more data circle No. 6 on postcard, p. 77 AND O T HER DEAL 
Vest 8 i BA 





Slicing action grass shear 


Homeowners will be customers 
for this grass shear with the draw- 
cut slicing action, The lightweight 
shear, which has no pivot bolt, ig The Vaco tool center consists of 
No. 22 Garden Club. A handy thumb a 34% x 4 ft perforated panel topped 
by an illuminated canopy. At the 
bottom is a storage cabinet 4% in. 
wide, 15 in. deep and 18 in. high. 


Tool merchandising unit 





cut lumber up to 1 in. thick. Model 
No. 15 has a 2 in. cutting capacity. 


: The entire unit sits on wrought iron 
Forsberg Mfq. Co. os S 3 
7 | legs. The center is furnished with 
For more data circle No. 5 on posteard, p. 77 j ; . . 
J a basic assortment of 405 tools. In 
J 4 addition, it is available with any 





assortment of tools and shelves 


Plastic dishwashing brush 
Housewives will be customers 
for this kitchen brush, the Speedy- 
Clean Dishwasher. It is specially 
priced at $1.49. The dishwashing 
brush has Saran bristles, and a 
solid, one-piece molded handle in 
pink and yellow. Packaging choice 
of, a display pack with six Speedy- 
Cleans, three vellow and three 


catch locks the blades in position. 
Shear is 13 in. in length, weighs 


, , 14 oz and comes packed six to a dis- 
} ' < *«> : ; ‘ ’ ’ 
_ in a combination ship a play carton. True Temper Corp. 
display carte or dividua 
p irton, . individus For more data circle No. 7 on posteard, p. 77 


,> 





Medicine cabinet series 


3 | within a specified value. It also may 
Four models make up the Grote 


; eagle: pe be purchased without merchandise, 
600 series of sliding door medicine 


cabinets. Each mode] features twin 
mirrors with stainless steel frames 


Vaco Producta Co. 


For more data circle No. & on postcard, wp. 77 


at bottom and top. A stainless stee! 
frame completely surrounds all cab- Christmas paint spray kit 











inets. Models S-610 (illustrated) Customers preparing for the holi- 

and LS-5610 provide two separate day season will be interested in 

cabinets with three adjustable glass this spray-it-yourself Christmas 
(Continued on page 74) Continued on page 92) | 
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$25 
SEPT, HARDWARE 
1966 | 
AUG. 2m STORE 
1966 
SALES 
SEPT, $245 
1956 
(Seasonally 
unadjusted) 
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(in millions) 





$235 


BS. Dept. of Commi 
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Business see page 


» Hardware Store Sales Dip in September 


» Wholesalers’ Sales Run Ahead of 1955 


» Bad Check Passing on Rise, FBI Warns 


Hardware Dealers Prepare for Christmas 
Rush; Bad Check Passers Get Ready, Too 


As hardware dealers get 
for the 


ready 
rush and confusion of 
Christmas selling, bad check passers 
are preparing to take advantage 
of that same rush and confusion. 

Dealers who are not prepared to 
meet bad check passers may not 
have a merry Christmas. 

Bad check passing flourishes at 
Christmas and dealers are warned 
to be doubly alert for bad checks 
during this season. The warning 





How to stop profit 
Leaks due to outs 


Outs and short stocks are a 
prime cause of unnecessary prof- 
it leaks in hardware stores. 
Every time a customer is told, 
“Sorry, we're out of that item,” 
profits are thrown away. 

How can you stop such profit 
leaks’ Try using the Pocket 
Want Card described on page 41. 
The card shown on page 41 is 
patterned after a similar card 
that has been used very succeas- 











fully by stores associated with 
Our Own Hardware Co., Min- 
neapolis 
14 


comes from the Federal Bureau of 
Investigation. 
Bl, the number of bad 


passed so far this 


Aecording to the 
checks 


year is far 


(Continued on page 102) 


Hardware Wholesalers’ 
Sales Are Ahead of ‘55 

Sales by hardware 
in September, after climbing the 
past 


wholesalers 


two months, dropped 3 per- 
from the August figures, the 
Commerce Dept. Sales 
were 6 percent below September, 
1955. 

For the 
1956, 


continued 


cent 


reports. 


months of 
wholesalers’ sales 


first nine 
hardware 


5 percent ahead of the 
same period last year. 


Inventories held by hardware 
wholesalers were up 5 percent 
from last year and 2 percent under 
August. 


For all of wholesalers, 
sales in September were 1 percent 
leas than a year ago and 7 percent 
behind August Inventories 


types 


sales, 


were up 12 percent from last Sep- 
tember and 2 percent higher than 
in Augrust, 1956. 





Hardware Store Sales 
Down 2.4% In Sept. 


After four months of sales in- 
creases over the same 1955 months, 
hardware store sales in September 
went under last year’s figures. 

September sales were $245 mil- 
lion or 2.4 percent 
ber, 1955. 

The total for this 
year is still about 5 percent ahead 
of last year. this 
period total $2 billion. 


under Septem- 


nine - month 


Sales during 


Seasonally unadjusted estimates 


for the last three years are: 


. millions of dollars ) 


1956 1955 1954 

January 175 170 165 
February 171 160 172 
March 207 196 196 
April 227 228 221 
May 266 246 229 
June 275 242 232 
July 250 238 233 
August 251 237 216 
September 245 251 230 
Nine month - 
total $9 067 $1,968 $1,894 
October 259 243 
November 244 246 
December 317 319 
Total $2,788 $2,702 
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2 yee, cases and kegs as far as you can see... all packed 
with RB&W bolts and nuts for shipment. This is just 
part of our finished stock... and in just one of our four 
plants. 


Obviously, only good fasteners with good reputation can 
sell in such volume, It proves that people everywhere recog- 
nize RB&W fastener-quality and buy it. 


MORE REASONS TO DO BUSINESS 
WITH THE RB&W DISTRIBUTOR 


The most complete line in the field 


Top quality throughout the line 


Complete reliability of supply and product 


Fast, accurate and friendly service 


v 2 enw = 


The original upside-down package — extra strong 
for no-spill, quick, easy handling 


Next time you order, make sure to make it the RBaW line. 


Russell, Burdsall & Ward Bolt and Nut Company, Port 
Chester, N. Y. 


DISTRIBUTORS FROM COAST TO COAST 


HARDWARE ACE. NOVEMBER 22. 1956 








Plants ef: 
Rock Falls 


Portion of Warehouse in RB4&W's Port Chester plant. 


Fifty million fasteners can't be wrong 


T11th year 


Port Chester, NW 


ii 


Los Angeles 


Y.; 


Corecopol's 
California 


Pa 
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A COMPLETE TOOL DEPARTMENT 
















From this 1 compact display os prong supply the proper tool for . « 

practically every requirement of he home Flees Be. or profes- Viimmumn. 
sional service-repair man. With oo tools he can solder, hot-cut 

plastic tile, heat-seal, remove old putty or dents from wood 

surfaces, saw almost any material any shape, sand and polish, 

drill %” holes in metals or masonry —to %” in wood. So you can WMV CS 
take care of customers, but at a profit — without stocking every 

size and type of tool known to man. These 4 tools are our most 


popular, stocked by jobbers everywhere. The 4 are shipped in 4 BASIC 
their regular individual cartons, packed in 1 master carton. 

Weight 18 lbs. Display Board comes in separate carton. A POWER 
tremendous success wherever Board has appeared — tool sales TOOLS 


increases 50% to 500%. Order yours today’ 


EVERYTHING NEEDED FOR THE HOME 


The Package = Extra Profits This Way 








TOOLS LIST your Cost 
1 — #250 Soldering Gun $12.95 $ 8.64 
1 — #505 Power Saw 29.95 19.97 
1 — #707 %” Power Drill 26.95 17.97 
1 — #202 Sander-Polisher 13.95 9.30 
1 — #10W Merchandiser 10.00 —— 


1 — Assorted Literature -- —_— 





TOTAL COST $55.88 


Your Profit $27.92 






SPECTACULAR 
LES HELPS 














~ BDAY AND NIGHT—COAST TO COAST 


WEN tools ore PRE-SOLD for you by extensive national end local advertising, 


eM CU 
highwey signs coast te coast. Over 76 million potential viewers a month 


16 HARDWARE AGE, NOVEMBER 22, 1956 
























GOES ANYWHERE 
e ON COUNTER © ON FLOOR 
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«10.00 DISPLAY BOARD 
MERCHANDISER 


Assorted Literature 











x 






QUICK ACTION COUPON 


O.K. PLEASE SEND US __ (quentity) 
No. 10W Display Board Deals @ $55.88 
each, as advertised. 


WEN propucts, inc. (ous 


5808 NORTHWEST HIGHWAY CITY _ STATE 
CHICAGO 31, ILLINOIS OUR JOBBER 


(Export soles, Scheel International, inc., Chicege) 





BIG HELP TO 
XMAS SALES TOO! 
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Makes Safe 


ELECTRICAL 
CONNECTIONS 





NEW 
ITEM with a 
GUARANTEE DEAL! 


This remarkable hand tool is the same type of tool used 
in Electrical and Electronic industries, but is adapted for 
home or shop. Enables anyone to make sure, safe electrical 
connections like an expert. The Hardware Trade has been 
selected for selling it on a guarantee basis—if the initial 
small assortment in counter display is not sold in a specific 
time, the tools are returnable. Mail coupon for details of 
this amazing offer. 


FOR SHOP or HOME 





Every home worker and profes- © Core wes 
sional electrician will want a © STRIPS WIRE 
SUPER CHAMP tool the min- © CRIMPS IN- 
ute they see it. The SUPER SULATED TER- 
CHAMP®.-with its already IN- MINALS and 
SULATED Terminals and Con- CONNECTORS 
nectors—makes it easy to com- © SHEARS STOVE 
plete any electrical connection BOLTS and 
safely and surely, without solder MACHINE 

or tape, It shears bolts, too. SCREWS! 


Only the Super Champ® 
Hand Teel does all this! 
Shears threaded bolts 
ond machine screws 
cleanly, no burrs to file, 
no damaged threads 
Four tools in one. Four 
big selling features plus 
the Big Guarantee Deol, 
lt Cute wire, Strips wire, 
Crimes already insu 
lated terminals, Shears 
bolts end machine 
screws! Here's the tool 
thet everyone of your 
customers will want! 


Mail Coupon 


for DISCOUNTS and 
GUARANTEE DEAL 


EXCLUSIVELY SOLD BY 


AMERICAN PAMCOR, INC. 


181 Hillerest Avenue, Heveriown, Pa. 


A Wholly Owned Subsidiary of 
Aircratt- Marine Products, inc 


PAMCOR, INC, 
161 Hillcrest Avenue, Dept. AN 
Hevertown Pe. 























I We are interested. Send us dealer discounts ond 

| details of your GUARANTEE Deal for CHAMP Tool. i 
Nome 

| Address | 





| sible for you actually to pay 


_ the profits which it earns for 


_ may be made over periods of 3, 


| terms on the Oster machine of 
| your choice, see your nearby 
Oster Selective Distributor, or 





Announces 
Convenient New 


Time Payment 
Purchase Plan 
















No. 432 
“Lightweight Champ” 


as low as 
$18°2 per month* 





“Featherweight Champ” 
only 
$71°° down! 








No. 552 No. 420 
“Pipe Master’ “Sewer Master” 
as low as only 
$30*? per month* $96°° down! 





“After minimum down payment besed on 12 monthly payments. 


Now ... Oster makes it pos- 





for any Oster machine out of 


you. Under this new Oster 
Financing Plan, any Oster 
machine can be yours for only 
25% of its regular list price, 
plus state tax, if any. Payments 


Builders of 
the World's Most? 
Complete Line of 
6,9 or 12 months, as you desire. Threading 


For complete information and Equip ment 








Mode'ls 


write for General Catelog 


For other 








write direct to our main office. 





THE OSTER MFG. CO., 1312 East 289th St. Cleveland (Wickliffe), Ohic 
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ONLY 


SI-CLONE 


SAWS 
OFFER 
YOU 


Ask Your Simonds Jobber 
Salesman to give you full 
details on the Si-Clone Line 
and the SEE-SAW Display... 
or write the nearest Simonds 


Factory Branch. 


you 
SELLE 
ORE | 

SAWS hg 












SimMONDS 
\ 2 


Si-cLO™ 











Attracts, Reminds, Sells 
Provides Strong Simonds Si-Clone Identification 
Displays q Wide Assortment of Packaged Saws 
Simplifies Stocking and Re-Ordering 
Compact, Fits Any Counter 
Sturdy, All-Metal Construction 
Free with any one of 8 good deals 





Now you can be “Circular Saw Headquarters’”’ in your town. Simonds 
complete, popular-priced Si-Clone Line includes saws for every purpose. . 


. to fit any 


machine. And Simonds Si-Clone SEE-SAW DISPLAY helps you sell ‘em like never 
before. Here’s a counter top shopping center that makes buying easier for your customers, 
makes selling easier and more profitable for you! 


Tep Margin in Saws — Simonds Si-Clone Sows are priced 
and discounted to make the biggest dollar for you. 


Faster Turnover — Simonds New SEE-SAW Displey at- 
tracts more customers, encourages self-service, sells more saws. 
The wide variety of Si-Clone Saw types and sizes makes for 
multiple sales. Simonds makes 13 different types, up to 12° 
diameter, with round or special-shape holes to fit ail makes of 
power saw machines. 


immediate Delivery From Stock — Theres ao nearby 
Simonds Distributor ready to serve you — backed by Factory 
Branch Warehouse stocks. 


SIMONDS 


SAW AND STEEL CO. 
emer een 







FITCHBURG, MASS. 








National Advertising — Effective consumer advertising 
generates interest in Si-Clone Saws, creates sales opportunities. 
Merchandising Thet Selis Saws — SEE-SAW Display, de- 
scriptive Folders, Window Cords, Catalogs and Catalog 
inserts, Newspaper Mats, etc. move goods from your store 
A Trade Mark Famous For GQuelity — Youre selling 
Simonds Qvality — fully guaranteed — lang known among 
woodworkers as the finest in saws. 


Factory Branches in Boston, Chicago, Sen Francisco ond Portland, Oregon ¢ Canadian Factory in Montreal, Que 
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REPUBLIC ALSO HELPS YOU 


Bigs Bt! . AD AE ae 
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eo %0 
ae a 
PLEXIGLE PLASTIC PIPE—for livestock watering, lawn sprinkling, irrigation uses. ROOF DRAINAGE PRODUCTS—«c complete line that’s competitively priced 


Supplied coiled from 2" thru 3’ dic. in straight lengths in 4” and 6” dia. Plus and ready to use, These uniform products are supplied in galvanized stee! 
a complete line of fittings. and ENDURO” Stainless Steel. 


REPUBLIC 


GD) Vos Wiest Rage of Sandan. Stal 





| 
' 
; 
: 


6 nme 
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Less time per sale = more sales per hour. 


That's the formula you can apply to build profits 


R E tC Uj 3 ii Cc when you handle Republic Bolts and Nuts. How? 


Because of things you don't have to do. 





For example, there is no question of quality when 
i bE iL “ YO U +» t L L you fill your customer's order with Republic Fasteners. 

Through broad corporate and product advertising, 
Republic is nationally recognized as a producer of 


dependable products. 

In addition, you waste no time searching for the 
right type and size. Republic's new labeling system 
carries both a description and illustration of the type 
and size contained in each package. These read- 
at-a-glance labels enable you to spot whai you want 
immediately. Inventory time is greatly reduced, too, 


Another time saver is Republic's functional, inverted- 

AN D design package. There's no need to dump contents 

into bins to have them readily available. Nor must you 

take the box off the shelf and lift the lid for each type 

of fastener desired. Instead, you nest the top in the 

bottom of Republic's package and place it on the shelf. 

Result: package becomes a self-contained bin, Its high- 
visibility label stays right-side-up, 





Take advantage of these sales-boosting advantages. 
Next time you order fasteners, specify Republic. Or 
send coupon for further details. 
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CHAIN PRODUCTS include all types of welded and WIRE NAILS AND STAPLES—c complete line for SYTHE PIPE—for plumbing, heating, air condi- 


weldiess chain, plus farm and animal chain assem- every farm and home use. Also ideally wited to ‘tioning and all other home and building uses. This 
blies. Complete line is attractively packaged. and accepted by the building trades. Made from high-quality pipe is available in a full line, in 
Easy-to-read labels provide quick identification. wire specially produced for nail manufacture. sizes you want. 


ee ee ee ee ee a ae ee ee ee 








| REPUBLIC STEEL CORPORATION ’ 
| Dept. C-1186-A ' 
| 3154 East 45th Street, Cleveland 27, Ohio 
| Please send more information on: | 
(_] Fasteners ( ] Wire Nails and Staples | 
| (] Chain Products s Flexible Plastic Pipe 
‘ Stack D / : - [ ] Steel Pipe (_] Roof Drainage Products | 
7 ae sataiin Tide... eh oo ; 
7 Company ew ere | 
Address SS ee as ; 
| ee le Oe | 
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Quick pelivery 
from Nearby 
pistributo’ 
Large piscou™ 
to pealers 



























ND put 
pall-thrust mow! 
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proof! motor co’ ~, 45 db 
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without float , Pp st ‘ hall-* aring Nema” moto! c-H ew itch Bronze » 
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TRY ALL THREE 
TRUE TEMPER ‘4 if 
f ROTARY EDGERS YOURSELF! 



























You ll see how their self- 
sharpening, adjustable 
blades cut grass edges 
neat, trim, every time. 


In minutes you'll be convinced that these 
are the finest rotary edgers you can stock 
and sell. Self-sharpening blade assures ex- 
cellent cutting action for the life of the 
tool. Adjustable tension lets you trim fine 
or coarse grass... in either direction. 

Shaped Northern ash handle. Comfort- 
able to hold, even after long use. Fire- 
hardened to seal out weather, wear and 
vermin. Riveted to ribbed steel braces 
for strength, long life. 

Don’t delay. Put ‘True Temper Rotary 
‘Turf Edgers in stock for your customers 
today. See your wholesaler now. ‘True 
Temper Corporation, 1623 Euclid Ave., 
Cleveland 15, Ohio. 


























[€3\ 5% \|bs. 


Adequate weight in the heed Wheel and hub rotate over fixed Heavy-duty tires stand up under All models cut fine or coarse 
where it's needed for meximum bushing fer smeoth, easier yeors of hard use. Cross ribbed gross by simple setting of 
efficiency. (REZ model above.) operation. for better traction. variable tension nut. 
TRUE TEMPER YOU CAN LOOK TO [7 FOR LEADERSHIP 
® 
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Now! Out of Simplicity’s 35 years of know-how... 
an entirely new concept in a riding power unit. 


“Hey! This is for us 


can’t scalp anywhere.” 





“Yes sir. Wonder-Boy 
protects even your hilliest 
spots with this ‘ snake-hip’ 






action. And it’s exclusive.’’ 

a es 
bt i a 
testher Davtet donk: 


SALES + SERVICE 






Ry? a & 








‘\ 


An 


Exciusive “enake-hip"’ action. 
Allows movement two ways. 








ie ey 
Swings free up and down. 
(Side-to-side, too)! | 





r _ 
“". Ve - &, 
. 
& .  - * 





























.-a mower that 


VW atch Wonder-Boy snake-hip over every roll in a lawn 

Up terraces. Down slopes. On-the-bias. And not a scalped spot 
to be seen. This great mower practically feels out each 

contour before it happens! 


Simplicity did it with its exclusive “Full-Flex” hitching 
. principle so that the mower attachment actually floats free 


This versatile unit also offers maximum power for attachments 
such as a 30” reel-type mower, a 59” gang-mower, a '4-ton 
trailer cart, a 250-pound roller, and a 30° blade for grading 
or snow plowing 

This is no mis-mated walking unit with just a seat stuck on. 
Wonder-Boy's designed for its job alone. Has exclusive 

Joy-Stick” control, powerful 3.6 HP engine safely removed 
from rider, handy forward-reverse-brake lever 

Take advantage of Simplicity’s special dealer package: 

Special-price demonstrator including attachments — 
for limited time only 


: 


Extra discount on initial stock order 


Special post-dating plan that saves your cash 






Substantial merchandising and advertising support 






Act fast' Be first in your area to offer the 
new look in power units. Send coupon today 






' SIMPLICITY MANUPACTURING COMPANY 
Patents pending Pt Pe Port Washington |, Wisconsin 


Styled by Nolan Rhoades , 



















Gentlemen: This Simplicity program is just what I've 


CS Les 4, 
by WJth 2 heen waiting for' Send full details on how | can become 
f anirerarTy A 

* 


L 4 


implicit 






a dealer. and literature on 









New Wonder.Boy Riding Mower 
Roticul Rotary Tiller-Cultivator 
Simplicity Garden Tractor line 








Name 






(company 






Street 





(ity Zone State 








Each und every “”?°*MenT 
CRESTOLOY PLIER is 
individually tested! 








ee 


CRESTOLOY HEAVY DIAGONAL 
CUTTING PLIERS 
No. 542, 7" size only. 


















[ CRESTOLOY LINEMENS’ SIDE 
CUTTING PLIERS 


—_ = No.1950 Also in 6” and 
nt a. 


CRESTOLOY LONG NOSE SIDE 
CUTTING PLIERS 
No. 654, 6". Also in 7” size. 






This Plier 










is made 
@REsTOLOY 
STEEL CRESTOLOY DIAGONAL CUTTING 
=e PLIERS 
is factor No. 942,6". Also in 4" and 5” sizes, 


When you choose a CRESTOLOY 


PLIER you know you are getting top ( (MNCIHT Yom = HARDWARE DEALERS every 


value and proven performance. After where are increasing their tool 


rigorous factory testing for ease of cut- sales with Crescent Display panels 
: Designed tor wall, counter, table 
ting, hardness of blades and strength, 

, |} or window display, they can be 
each tool that passes these tests is tagged used with various mounting hx- 
with the certifying tag reproduced tures, Ask your jobber for details 
above. CRESTOLOY PLIERS are 


available in more than a score of pat- 








terns including the five popular types 
illustrated 





CRESCENT TOOLS — 


LG da wh lhe SPAM 
r 7 
yb of Exoellene 





Crescent le our trode -mork, registered in the United Srotes ond abroad, tor wrenches end other tools Sold by leading distributors and retoilers everywhere and mode only by 


CRESCENT FOOL COMPANY, BAMESTOWN, NEW VYORGE 
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celle Drills of every type .. . for every purpose... in 





compact, handy sets that appeal to hobbyists, farmers 
and mechanics. The famous > symbol on a drill means QUALITY. 
Sold in sets, the quality multiplies ...and so do the profits ! 











oo ores 
' 
fon ETON pants y 
2 geaeeeee se 
ee an wee 
1 ~—nene 
ES H-276 
\ ' 
Regular Length Drills for General Use Short Length for use in Electric Drills Metalworking Drills With '4” Shank 
Plastic container holds 11 high speed Home length drills, Ys” to %" by Sizes “‘e" to 2", all with 4" shanks. 
drills, Ys" to Yi". Also with carbon 64ths, in steel case. All drill sizes Steel container with smooth-fitting 
steel drills (No. H-22). plainly marked. slide cover. 














H-755 H-13 


Carbide Tipped Masonry Drills Woodworking Drills With '4" Shank Bit Stock Drills 
Tough, flexible plastic container, with Sizes 4" to %", all with '/4” shanks For metal or wood. Clear plastic case 
6 efficient masonry drills in popular These drills cut fast, with little eff ort holds 9 drills, As" w %”. Ideal for 
sizes— ‘ag to %”. or power, home and farm. 


Ask your Wholesaler about these and other CLEVELAND Drill Sets 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stechrooms ; Wow York 7 + Detroit 2 + Chicage & + Dalles 7 + Sem Frencisce 5 + Los Angeles 58 
£. P. Serres, itd, leaden W. 3, tnglend 











CLEVELAND HARDWARE WHOLESALERS EVERYWHERE ARE READY TO SERVE YOU 
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Great News for the Entire 









farm 7. —~ | 


*arm_t..._. ae 
Farm Journal 


and COUNTRY GENTLEMAD 
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blication '" the wor 
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THE MAGAZINE FARM FAMILIES DEPEND On . AUGUST 1656 © 26 CENTS 
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' ' : . Dare la Ry ti } par ri ; 4 ‘~ 
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Mory Then Take Our 20 Stop Tour 
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Hardware Industry 











Farm Journal 


The Magazine Farm Families Depend On 


Washington Square, Philadelphia 5, Pa 
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1956-57 General Electric Sunlamp “Blitz” 


GIVES YOU 2 OPPORTUNITIES TO PROFIT! 


Big profit on $9.95 
General Electric Sunlamp 





Extra Profit on tie-in 
sale of Sunlamp Holder’ 
























General Electric’s 1956-1957 Sunlamp “‘Blitz’”’ breaks in 
December, to take advantage of the great sales potential 


This will be 


followed by powerful magazine and television advertising. 
7 | 


of the G-E Sunlamp as a Christmas gift 


plus merchandising and sales promotion help for you dur- 
ing January and February 

ver $3.00 PROFT] per sale! What’s more, you'll sell 
more holders. Oo. her ause the (;-bk promotional emphasis 
is on both! Two related items to sell; twice the opportunity 
to profit. In a single winter month, one regional chain sold 
1,000 General Electric Sunlamps when they featured it 
with a specially priced holder! Don’t be caught short 
when the big General Electric Sunlamp “Blitz’’ breaks 
Order your supply of G-E Sunlamps today 
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famous Sunlamp Gul will again be lea- 
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FOR POINT-OF-SALE IMPACT to build 
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MILLIONS MORE will see G-E 


MILLIONS of people will see G-E Sunlamp 
ads in color in these leading magazines, 
aclected to reach those interested in travel, 
sports, and outdoor living-—people who want 
healthy year-round tans for themselves and 
their children 


Sunlamp 
commercials on “Cheyenne’’—General 
Electric Lamp Division's new TV show- 

and the hard-hitting theme is “G-E Sunlamp 
J ans Lake I he Sun. Casts Only $9 95. Lou ~t_ ost 
Holders Available At Your G-E Sunlamp Dealers’ 


your profits, General Electric provides color- 
ful window and counter displays of all kinds. 
Christmas displays available now; more 
coming for use in January and February 


All tie-in with G-k Sunlamp advertising 


GENERAL @ ELECTRIC 
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WARE gives you faster turnover 
..and increased profits, too 


Your stocks turn over mighty fast when customers 
know you handle J&L Galvanized Ware. Profits will 
be healthier if you feature a complete line with an 
accepted name like J&L—known by reputation for 
highest quality and dependable service. 
> J&L Galvanized Ware is priced for today’s big 
volume market—handling it yields higher profits to 
the hardware dealer. 

Call your hardware jobber for information on the 
complete line of J&L Galvanized Ware. If you need 
additional help, write direct to our Container Division. 
Send for our new catalog. 


Jones & Laughlin 


STEEL CORPORATION 


Container Division 


406 Lexington Avenue * New York 17, N.Y. 
Galvanized Wore Piants: Teledse, Obie and Atients, Georgie 
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You are ideally set up to get flooring business. You already 
have the customers — the home owners, contractors and 
do-it-yourself men who visit your store regularly. 


When they decide to tile a floor they want to do it now. 
Supply them and you'l/ make the profit. 


Sales average from $40 to $60... tile stocks turn over from 
6 to 10 times yearly ... flooring sales mean sales of allied 
products! And remember, flooring is a year-round business. 
It can all be yours when you (1) set up the Gold Seal 
displays, (2) carry sufficient Gold Seal tile in the new small 
(45 sq. ft.) carton for immediate on-the-spot delivery. 


Your Gold Seal Distributor salesman will tell you the patterns and 
colors that sell best in your area, The Gold Seal displays take 
minimum space and produce sales automatically, all out of 
proportion to their size, Gold Seal selling aids direct prospects to 
ou, help clinch sales, Therefore, list your name in the Classified 
Telephone Directory under the Gold Seal heading. Install the 


Gold Seal electric sign and decals. Get in on the ABC Buy-Now, Pay- 


Later Plan for Gold Seal Floors and Walls. 


Yes, there's profit in flooring and Gold Seal can get it for you. 
Look into it now. 


— profits 
_ going to others | 
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Should be 
OURS! 








® 
old Seall MAKE THEM YOURS! 


GOLD SEAL 
THE-O-MATIC 
Automatic salesmen for 
8000 dealers 


A complete self-service tile 
department. Takes only 5 sq. ft 
floor space, holds up to 432 

9” « 9 tiles. For only $25 you 
have « ‘natural’ salesman 

to the do-it-yourself trade 





GOLD SEAL 
NAIRONTOP* 
DISPLAY 
Werking now for 
2000 dealers 
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FOR HOME OR BUSINESS: 
INLAID BY THE YARD-Linolewm + Nairon*® Standard + Neirontop* 
RESILIENT TILES Rubber - Cork + Nairon Custom + Nairon Standard 
Vinyibest + Linoleum + Raenchtile® Linoleum + Asphalt q 
PRINTED FLOOR AND WALL COVERINGS — 
Congoleum ® and Congowall*® 
RUGS AND BROADLOOM LoomWeve* 





©1956 CONGOLEUM-NAIRN INC., KEARNY, N. J. 


in 6 sq. ft. it stocks, displays 
and selis 4 rolis (about 30 lin 
yards each) of resilient Gold 
Seal Nairontop...the perfect 
plastic product for do-it 
yourself instaliations of 
countertops and facings. 


) | 
4 fol f| Seal! 


LUORS AND WALLS 





* Trademark 
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You'll find ready sales 
for new U-BRAND Reducing Nipples 
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U-BRAND Sti.) 


Brass Nipples 






% ” to 2” diameters 
in lengths from 
close to 6” 
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Your customers will like these U-BRAND reduc- 
ing nipples that eliminate need of separate reducer 
or bushing and regular nipple. There are fewer joints 
to make in gas or water line assembly .. . saves time 
on every job. 


Swedged from new, mill-tested steel pipe, 


U-BRAND reducing nipples are a single leak - proof 


unit. True threads and clean outside chamfer speed 
installation. Available in black or galvanized finish, 
there are four convenient sizes 4" x 4", 1” x %”, 
14" x1” and 1%” x 1K”. 


It will pay you to stock and sell U-BRAND's com- 
plete line of nipples; Regular Steel Nipples (avail- 
able in 4 convenient packages including the popular 
66 TOTE TRAY), Reducing Nipples and Std. Brass 
Nipples. Order today! 


A single source for ali your pipe 


riitings needs 

Galvanized and Black U-Cote Malleable Iron Pipe Fittings-— 
Unions— Plugs and KBushings— Cast Brass Solder Joint Pressure 
and Drainage Fittings Cast Iron Drainage and Screwed Fittings 


—Steel Nipples and Couplings — Insert Fittings for Plastic Pipe. 


Ashland, Ohio 





The 
Union Malleable 


Manufacturing Company 
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Just in time for the big gift season--- 


NEW CRADLED AND 


PYREX 


DECORATOR CASSEROLES! | 










These high-profit items will 
help boost your holiday sales! 


iY at. white PYREX 
Casserole with brass 
plated cradie, $2.95 
git packed. 





e Your customers will really go for these 
smart, new PYREX Casseroles—because 
_ they’re so good to own and so good to give! 


e in addition, each one of these handsome 
casseroles is beautifully gift-packed, ready to 
go. So be sure to order plenty for display and 
stock of the new Cradled Casseroles shown 


7? at. turquoise PYREX 
Casserole with brass here, and the new oval-shaped Decorator 
plated cover, cradle and 

candle warmer, $5.95 


gift packed 





Casseroles shown below. 





New oval shaped PYREX New ovel shaped PYRLX New oval shaped PYREX New oval shaped PYREX 
Decorator Casserole is white Decorator Casserole is pink Decorator Casserole is tur Decorator Casserole is char 
with turquoise snowflake pat with white daisy pattern. 1% quoise with white snowflake coal with white snowflake 
tern. 1% at.. $295—2% at at., $2.95-—-2% at., $3.95 attern. 1% at.. $2.95 attern. 1% at. $2.95 
$3.95 17 at., $3.95 DY qt., $3.95 


Actual figures prove your PYREX ware 
investment works twice as hard for you! 


* = eo ‘ . This chert os the result of on exhaustive The figures are the aver 
Ro i 
. va month survey in the hovsewores ager in there nine typo 


departments of nine depart ern? stores stores at feund ?" 





by the Russell W. Allen Co, notionally nermal operation 


brown reta:! store eneolysts 
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December full-color ads push PYREX for gifts! 


@ These are the leading national magazines that will 

carry the “PYREX ware for gifts” story to your customers vase S78 be 
in December. So put PYREX ware “up front’ in your 

store, and watch those extra profits roll in! 
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CORNING GLASS WORKS, CONSUMER PRODUCTS DIVISION, CORNING, N. Y. 


viery THE CORNING GLASS CENTER. CORNING. NH. Y “PYRER” is a registered trademark in the U. &. of Corning Glass Works, Corning, N. Y 
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Again Decoware swings ahead in home fashion with 
the excitingly new decorative “Desert Bloom.” 
The popular combination of pink, copper 
and black is style news with real sales appeal. 
Constructed of high-grade steel, expertly lithographed 
by Continental craftsmen, these canisters, baskets and 
accessories wear beautifully. Priced so shoppers 
can afford to carry home complete sets of “Desert 
Bloom” for their kitchens, or for birthday, shower 
and wedding gifts. Write, wire for details. 


Eastern Division; 100 E. 42nd St., New York 17 
Central Division; 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, Sen Francisco 4 































You'll SELL MORE 
PROFIT MORE 


AMERICA’S FASTEST-SELLING STOVE 
oe ‘\ . % \ \ .™ 


@ Sturdy, modern floor 
disployer. Takes little 
spoce—moakes many 
“impulse” sales 


@ Mat Wustrated 
$s-1 
Stainless Stee! Queen 


Arip~ 5 
*=MATs - 





There's nothing like 
volume to make profits 
grow ... and Aristo-mats give you real 
volume. Powerful national advertising 
and attention-getting publicity make 
Aristo-mat one of today’s top sellers. 
Offering ideal protection for stove 
tops, table tops, and grease-catching 
wall surfaces, they're a natural for 
your kitchen conscious Customer. 
Practical is the word for 
Aristo-mats. And profitable is the 


word for dealers carrying them. 


These unmatched features mean 


EXTRA SALES, EXTRA PROFITS for 
you! @ Sell Aristo-mats and you sell the finest! 


@ Patented, safety ring, 
Kant-Kut-Korners. Perfect 
also for hanging mots 

os wall protectors 





@ Asbestos-cushion 
backing to withstand 


vp to 350° heat. ‘3H | 


Lyisto-mul romp 
@ Patented, ty f v7 A 


| A division of PHOENIX TABLE MAT C 
“Rigid-edge™ : mt 0 


construction for double strength. 1718 E. 75th Street + Chicago 49, Ill. 


Prevents wor ping. 





Aristo-mat's Triple Features will make plenty of sales for you! 
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$hort cuts 


in taking your inventory 


Cut losses by getting a better count of the goods 


you own. Here are 16 ways to help you do the job 


Will your store be ready in time for inventory? 


Unfortunately, inventory taking comes at a difficult time of the year. Hardware 
dealers have just gone through a strenuous selling season. Inventory taking, how- 
ever, is tremendously important, the key to a good financial statement. 


HARDWARE AGE wants to help you through the inventory taking season. 


Here 


are some suggestions to help you plan a quick, accurate inventory of the merchan- 
dise you have on hand. Follow these suggestions in your pre-inventory planning 
and avoid costly and time consuming mistakes. Then use the check list to make 
sure you and your staff are fully prepared to turn in an accurate, quick job. 


Sell the inventory idea 


Sales people who are called in to work on a 
hardware store’s inventory may not realize how 
important it is to have an accurate count. They 
are interested in getting through as quickly as 
possible, but they may not know that inventory 
affects income tax, sales tax, property tax, net 
profit, and the perpetual inventory of the store. 
Tell them how important it is before the inven- 
tory starts, to give them a different attitude. 


Tell ‘em what to count 


Make a rough map of the store with all tables, 
windows, ledges, and shelving designated. This 
will insure a complete count of all stock and 
will avoid confusion as to where the inventory 
team should count next. A floor plan also pro- 
vides a handy place to record all inventory 
sheet numbers as sheets are issued and re- 
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turned for a double-check on coverage of the 
store. 


Get your prices in line 


Current price quotations should be used in 
determining the inventory price of all hardware 
stock. If the bins for bulk displays of small 
items are marked with price tickets, these 
should be checked to be sure they are current. 
If you adjust the price differences before inven- 
tory you will make the final total of the store 
more accurate and will keep profits in line with 
yood business operation. 


Select employees carefully 


Some hardware dealers have discovered that 
not all employees are able to handle the work 
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Inventory short cuts 





(Continued } 


of inventory. Employees selected for this im- 
portant task should be checked on physical, 


mental, and moral qualities that are required in 
the annual stock count. 


Show ‘em how to do it 


Some hardware dealers lose valuable count- 
ing and listing time because they do not prop- 
erly explain how to count, how to list, which 
way to move in the shelf sections, and how to 
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handle special problems. Pre-inventory train- 
ing will make the stock count more accurate and 
will insure a quicker completion. 


Gount your own stock only 


Do not include consignment stock in the regu- 
lar inventory. This stock should be counted 
separately, the total deducted from the amount 
received, and the difference deducted from the 
gross sales to determine the true book value of 
the hardware store. 


Get rid of the dogs 


If you sell obsolete merchandise before inven- 
tory you will save the work of counting and 
listing. In addition, this clean-up of cats and 





dogs should include returns to suppliers for 
credit. Everything in the store at inventory time 
should be worth its valuation. 


Untangle the stock confusion 


Regardless of how good a housekeeper a 
hardware dealer is, there will be some mixed 
up stock, Checking over all sections of the store 
will bring to light any places where there is a 
duplication of storage and display. 


Count the back room first 


When there is any stock that is not stored on 
the sales floor, it can be listed before the start 
of the final count. There should be some system 

















established for withdrawal from this reserve to 
insure an accurate total of the inventory when 
the final count is made. 


What price do you use? 


Some hardware dealers favor listing stock at 
retail prices. Others use the cost value of the 
stock. Regardless of which method is selected, 
the same value should be used throughout the 
store. When it is impossible to use the same 
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Here is your check lis+ to make 
inventory taking easier 


Here ig 4 Check list that helps you Plan your basic pre-inven. 
tory taking Program, Go Over each question and check 


or “No.” Then take care of all items marked “No” 
have all details handled before taking inventory, 


No 


[] Prepared inventory instructions for checkers and listers? 


l] Prepared or ordered inventory listing sheets? 


CJ Serially numbered inventory sheets for easier location? 


[] Ordered extra help or, . 


() Announced Overtime for regulars? 


[) Prepared lists of merchandise on rental or returned to suppliers 


for repairs or credit? 


‘a Separated dirty and damaged stocks from regular stocks? 


[] Taken markdowns on damaged and dirty stocks? 


|) Hada general housecleaning of bins, counters, offices windows, 


and warehouse? 
\] Had all 


better count? 


|) Prepared a floor plan for sales and stock areas? 


\_] Set apart items you have in stock on consignment? 
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Inventory short cuts 


(Continued) 





valuation throughout, the listing sheets should 
be clearly marked with either cost or retail to 
avoid confusion in the tabulation. 


No new shipments, please 


Hardware stores that receive shipments dur- 
ing their physical inventory are apt to get this 
mixed in with the regular stock. This can be 
charged to the book inventory and not counted. 
Or it may be counted when it has not been 
charged, Either way will result in an inventory 
variance this year and next. This can be avoided 
by notifying common carriers that shipments 
will be refused during the week of inventory. 


Lock up the cash register 


Sometimes a hardware dealer will rebel at 
this suggestion. However, it is best for the 
profit picture to stop selling while your staff 
takes physical inventory. Even if a record is 
kept of the withdrawals from counted stock 
during inventory, the sales person who leaves 
his counting to wait on a customer may forget 
where he was and re-count a section or forget 
to count a section. After hours inventory may 
be the solution. 


Take ten for a coffee break 


Employees may enter into the spirit of taking 
inventory with enthusiasm. However, after six 
or eight hours of counting this enthusiasm 




















seems to die down. Coffee and time out for a 
smoke and a coke, or just plain resting will help 
keep your employees interested in doing a good 
job. 


Find any missing sheets 


No inventory is complete until every listing 
sheet is accounted for; this is why all sheets 
should have consecutive numbers. When you 


gather up the sheets after inventory, it is simple 
to spot a missing number. 

Then the hunt begins. You must track down 
the lost sheet, or you will never know whether 
it accounts for $1 or $1000 worth of stock. 

The simplest precaution, when laying the 
sheets in bins before the inventory, is to make 
a record of what sheet numbers are placed in 
what stock areas. This record shows you where 
to search for the sheet if it turns up missing. 

For example, your record of sheets shows 
numbers 88 through 101 are located in the 
housewares section of your stockroom. After al! 
sheets are collected, you find number 92 is miss- 
ing. You will know at once where to look for it. 


And number every sheet 


Standard inventory forms used by hardware 
dealers have a space for a sheet number. 
































Assigning a serial number to each sheet pro- 
vides a check on the completeness of the fina! 
tabulation of the inventory. 


And recheck the checkers 


In the most careful inventory, errors are 
bound to appear, even in the work of your best 
listers. Other listers may be making the same 
mistakes over and over again unless a system 
of re-checking is in effect. The person who 
re-checks has only one job. He should follow up 
the work done by listers. A re-checker goes 
along completed bins and fixtures. He spot 
checks for correct price, quantity, and identi- 
fication. 

If his spot check shows accurate work, he 
continues checking elsewhere. If he finds sloppy 
listings, he stops to make a 100 percent check 
of the bin or fixture where he finds mistakes. 
After recounting and making corrections, he 
calls the person who made the error to make 
certain they don’t duplicate such errors in 
another part of the store or warehouse. 

The re-checker is your supervisor. He is your 
only real assurance that what has been done is 
correct enough to be of value to you. 
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HARDWARE AGE 
Docket Want Card 


You can't sell it, unless it’s in 
stock. Write down here all outs, 
low stocks and special requests. 
Take a new card each morning. 
Turn card in each evening. 































































































(use back of card, if you need more space} 





This Pocket Want Card, shown actual size, has ruled 
spaces on both sides for writing down outs, shorts 
special requests and other information. /+ can be 
filed on a spike or nail at the store office. 





Stop throwing 


“Sorry, we're just out of 
that item." 

How many times a day do 
you ... and your salespeople 
... say that to customers? 
Each time you make that 
statement, you are needlessly 
throwing profits away. 

No store can expect to be 
perfect in avoiding outs, but 
investigations have shown 
that most outs or short stocks 
can be avoided by the use of 
a good stock control system. 
If you don't have stock con- 
trol, then you must be cer- 
tain that the Want Book is 
used properly and consis- 
tently. 

The big objection to the 
Want Book is that when the 
store is busy, salespeople do 
not take time to write outs in 
the Book. They are too busy 
to stop, or the Want Book is 
too far away. So the out 


Note:—Copies of this Pocket Want Card can be obtained from Hardware Age, at 60 
cards for $1, postoaid. Send check with order to Pocket Want Cards. Hardware Age. 


Chestnut & 56th Sts., Philadelphia 39. 


HA Management Idea File 
: Pocket Want Cards 


profits away! 


item doesn't get listed and 
more customers are disap- 
pointed and more profits are 
thrown away. 

How can you overcome 
this weakness in the Want 
Book? The best answer is to 
use a Pocket Want Card of 
the type shown on this page. 
This card fits into a shirt or 
jacket pocket. It has space 
on both sides to write outs, 
shorts or special requests . . . 
the minute you discover 
them. 

Each evening the cards are 
put on the store manager's 
desk. Each morning a new 
one is picked up. This simple 
procedure will help you plug 
most losses due to outs. 

Your local printer can very 
easily and inexpensively print 
such cards for you, or you 
can obtain a supply from 
Hardware Age. 


a 
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Merchandising ideas 











space-saver ideas 


If you need more space to display 


merchandise, these ideas can help you 


Visit the largest hardware store in the 
country, or one of the smallest. You will find 
that both have a problem to find additional dis- 
play space, 

High, low and corner areas which might be 
used for effective display units exist in most 
hardware stores. Using these places can solve 
the space problem, and more important increase 
your impulse sales volume and profits. 

The J, J. Moreau & Son, Inc., stores, one on 
either side of the street, in Manchester, N. H.., 
are large units, but the need for more display 
space is still a problem. Here are space-saver 
displays solved by four different methods. 

One of the simplest and most effective ideas 
is used to show colorful shower curtains in a 
small room on the second floor. A long section 
of pipe is suspended from the inner side of an 
archway to a narrow wall opposite it. Here 
curtains are hung side-by-side for comparison. 
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The wall on the end is used to show a washable 
drape on an artificial window. Above it are dis- 
played mirrors of various shapes and sizes. 

The shower curtain room is right next to a 
corner display on which 15 bathroom scales are 
displayed on a curved perforated panel. 

Both perforated board and soft-wood panels 
are used atop wall ledges in the main store above 
wall shelving and on the outer edge of a mezza- 
nine railing. 

Along a stair wall, to a third-floor storage area, 
the store has a padded blue panel on which are 
attached closet hangers. This display makes use 
of an area particularly difficult to utilize. 

Arthur Moreau, president of the firm, says 
that these displays in otherwise wasted space 
set the stage for many impulse sales. They also 
serve to remind people of the diversified lines of 
merchandise offered in other sections of the 
store. 
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Space saver idea number 1 Space saver idea number 2 





Curved perforated board panel in a cor- How a small room near the bathroom scale 
ner provides eye-catcher display for show. display is used fi feature shower curtains 
ing bathroom scales and wall mirrors 





Space saver idea number 3 
Space saver idea number 4 





Closet hardware items, each with promi 
nent price tags, are shown on the outer Brushes for commercial, industrial, household and 
edge of a stairway to the second-floor 
storage section 


institutional use are promoted on this balcony-rail 
display. Large lettering tops the panel, 
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Helen Imperiale sets a clock for the bell-ringer 
announcement 





Customer receives @d bel/ ringer gift. 





Bell-ringers 


Specials, demonstrations 
and gifts for customers 

pull steady flow of traffic. 
Here’s how you can promote 
a store anniversary and build 


your sales volume 


The giveaway idea has been fully exploited 
for several years by TV programs. Now the pub- 
lic looks constantly for something free. 

The Imperiales—Louis and Helen—recently 
used a variety of giveaway ideas to attract cus- 
tomers to their three-day first anniversary sale 
at Imperiale Hardware in Redwood City, Calif 
They called them bell-ringers. 

Two types of bell-ringer items were offered. 
There were some specials and some merchandise 
giveaways. 

Two timers and two alarm clocks were set to 
ring at different intervals during the day. 

At the sound of the bell, any visitor standing 
at the register became a winner. 

No purchases were required to participate in 
the free drawings for merchandise. 

Gifts were selected by drawing envelopes from 
one of two stacks at the register. One stack was 
for men, one for women. 

Each envelope entitled the recipient to an 
article named on an enclosed card. 

The bell-ringing specials were announced in a 
four-column ad published in the tabloid Wood- 
side Plaza Shopper issued by the center's mer 
chant association. The Redwood City Tribune 
a local newspaper, carried an ad to publicize the 
anniversary. 

Both ads offered other bell-ringers in the 
form of some specials at bargain prices. Some 
of the specials carried price tags 50 percent 
lower than the usual prices. 

More than 250 gifts were distributed during 
the three-day event which started on Thursday 
morning, July 18, and continued until store 
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build traffic 


closing time on Saturday, July 20. Traflic was 
fairly light on Thursday morning, but made 
good gains during the day. It continued to in- 
crease on Friday and Saturday. 

Gift values ranged as high as $20. All free 
merchandise was contributed for the event by 
wholesalers who supply the firm. Hand tools, a 
$10 paint merchandise certificate, an electric 
iron and carving boards were among the gifts. 

The firm made more than $2,000 in sales dur- 
ing the event, contrasted with $1,200 for the 
same days in 1955. 

Factory demonstrators showed how to oper- 
ate an ll-in. band saw and a 6-in. belt sander 
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Anniversary sale 





during the sale. ‘These demonstrations were 
staged in a bandstand opposite the store en 
trance and in the middle of the paved parking 
area of the shopping center. 

One of the firm’s show windows was used to 
display power tools and accessories during the 
three-day celebration. 

Two paint demonstrations were given in the 
store. One was on Thursday, the other on Sat 
urday. Both promoted a recently added brand 

Customers visiting the store during the anni 
versary sale received free sample items as they 
left the store, if they had not been winners of 
one of the anniversary giveaways. 

Typical of the enterprise of the Imperiales 
was their establishment of the Woodside Plaza 
Shopper. The paper has since been taken over 
by the center's merchant association. 


Angled visuc/ tront store during the anniversary promotion, Note firm 5 embiem obove tront and on doorway. 
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Comments ot this team of demonstrators could be heard for 
blocks away with an outside loudspeaker hook-up. 
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punch in demonstrations 


Here is one dealer's way of building traffic and volume 


Do your demonstrations lack spark? 

You can power up a demonstration that will 
assure peak traffic loads if you try the novel 
method used recently by Paul J. Devitt Hard- 
ware Co., Upper Darby, Pa. 

When Manager William Stehr was offered a 
Shopsmith demonstrating team by Magna En- 
gineering Corp. for a live window showing of 
power tools in action, he decided to go one step 
further. 

This extra step turned an ordinary action 
window into a traffic jam. Mr. Stehr sought 
and got permission from Upper Darby township 
to wire the demonstrator’s microphone to an 
outside loudspeaker hook-up. 

The speaker could be heard by passersby 
coming in every direction. And they came run- 
ning to see what all the excitement was about. 
The result was better than planned. 

Shopsmith demonstrators played to a capac- 
ity sidewalk audience at every demonstration 
for eight consecutive hours. From 1 o’clock in 
the afternoon until 9 p.m. closing time the pave- 
ment on the double street front at Devitt’s 
corner was jammed. 

Customers not only saw the workings of 
power equipment. They heard a credit, Christ- 
mas layaway, ard sales story that was certain 
to build up future volume. An estimated 400 
to 1000 prospects passed the display windows 
every hour. And most of them stopped to hear 
this unusual and lively presentation. 
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Ice fishing means profit 


Midwestern dealer finds that winter fishermen can mean 


as high a volume for equipment as warm weather anglers provide 


Ice fishermen are often more avid sportsmen 
than the warm weather anglers. 

Some hardware stores find that their winter 
fishing supplies business is nearly equal to their 
summer fishing equipment volume. 

Harvey and Charles Orvis who operate Voges 
Hardware in Madison, Wis., say that there is so 
much ice fishing in Wisconsin and nearby states 
that they believe more hardware stores in that 
region could well put on more intensive cam- 
paigns to get this business. 

Voges two blocks from Lake 
Monona in which fish are plentiful. Fishermen 
go to three lakes within the city limits of Madi- 
son from places 100 miles distant. 


Hardware is 
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Winter or summer, fishermen can easily spot 
Voges Hardware because store windows display 
fishing supply items and signs about fishing. 

Part of a large filling station building, Voges 
Hardware also profits from the many fishermen 
who stop for gasoline, oil and service work. 
winter, 
advertised 


Last for example, a typical window 
for $12.50 and 
$13.95. Fishermen buy them to keep their feet 


warm in Wisconsin's 10 below weather. 


insulated boots 


Whether it is ice scrapers, clothing, fishing 
equipment, sleds, toboggans, licenses or grubs, 
Voges Hardware has them. Many 
know this and go there for supplies. 


fishermen 


(Continued on next page) 











Charlies Orvis says, “You've got 
to have what they want, and we 
devote a lot of space to such sup- 
plies. This means that open water 
and ice fishermen like to browse 
around the store. Often they'll buy 
two or three items from us.” 

On one up-front island, the 
Orvis brothers have three rotating 
display units which contain arti- 
ficial baits. 

Two of the rotating racks are 
2 ft. high and 12 in. wide per side. 
They have wooden frames with 
aluminum on the corners and 
brown perforated board is used to 
hang the baits. On the top of the 
rotating units are additional tri- 
angular shaped display units of 
perforated board. 

The third rotating unit is 
slightly lower than the other two. 
A %% in. pipe in the center, sunk 
into a turn screw makes it possible 
to rotate each unit as the browser 
wishes. 


Fishing rods are displayed near 
the wrap counter, the butts rest- 
ing securely between two parallel, 
inch thick boards wide enough to 
accommodate the butts. 

Fishermen also buy flashlights, 
knives, lanterns and skates. Some 
also like tobogganing, and trap- 
ping. So the firm promotes these 
lines of merchandise. 


Bait display that moves 

Panel door displays of bait and 
other supplies on a wall location, 
supplement those on the rotating 
units. These doors swing out, and 
the stock is behind them on the 
shelves. 

On this same wall there is an- 
other rotating display unit for 
bait. It protrudes from the wall on 
an angled pipe and is easy for fish- 
ermen to see and to swing. 

The same customers who fish in 
winter also fish in summer too, for 
the most part, and so they visit 


this store for additional supplies 
in spring and summer. 

The store sells boats, outboard 
motors, guns and ammunition, too, 
with the result that many sports- 
minded customer men get ac- 
quainted with the management 
and its stock and service, and be- 
come customers for other depart- 
ments. 

While the store does not offer 
repair service on rods, reels and 
guns, it has a connection with a 
shop which does such work. 

“More people are going in for 
outdoor sports in winter than ever 
before, especially in this area,” 
says Charles Orvis, “and this is 
good news to us, and to other 
hardware dealers. National trends 
bear out this statement, and |! 
think the outdoor urge will con- 
tinue to take hold of more people 
and influence the sale of sporting 
goods. It means a lot to us through 
fall and winter, to augment our 
summer fishing supplies volume.” 
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Training retail salesmen 


Better salesmanship in your store 





Here is a simple method for improving the selling skills of your store personnel. 
Just put the poster shown on the facing page on a bulletin board in the back of the 
store, in a stock area, or wherever store people will see it frequently. 


The posters in this series were prepared by a hardwareman with extensive experi- 


ence in the training of retail hardware salespeople. Each poster in the series covers 
a different selling subject. 


Previously published posters in this series are: “How to go places in hardware 
retailing,” issue of Sept. 1; “How do you look this morning?” Sept. 15; “When you 
wait on a customer... ,” Sept. 29; “Did that last check bounce?” Oct. 13; “The eyes 
of the shoplifter are the tip off,” Nov. 10; “Lean over backwards to please your boss, 
the customer,” Nov. 24; “Sell toys to grownups for the small fry,” Dec. 8; “Don’t 
sell paint, sell color,” Dec. 22; “How to avoid mistakes when making change,” Jan. 
19; “How to answer the telephone,”’ Feb. 2; “In case of accident to a customer,” Mar. 
1; “Never say we're out of this,” April 12; “How to discourage shoplifting,” May 10; 
“Lift carefully, avoid an aching back,” June 21; “Customer Hot, let her blow off 
steam,”” Aug. 16; “Empty bins never pay the rent,” Sept. 13; “Warm personal ser- 
vice your competitors toughest competition,” Nov. 8. 


Reprints of six of the most popular Capsule Counsels, suitable for posting, are 
available at 25¢ per set. 
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Herdwere Age 
Capsule Counsel 


What is a customer ?? ??? 


® A customer is the most important person in 
our store. He is the person who pays our 
salaries. 


A customer is the heart of our 
business. He is the reason we have 
our jobs. 


° A customer is not dependent on us. 
But we do depend on him. 


hd A customer does us a favor when 
he calls. We are not doing him a 
favor by waiting on him. 


° A customer is not an interruption 
of our work. He is the purpose of 
our work. 


6 A customer is not someone with whom to argue or match 
wits. He is our boss. 


ad A customer is human with feelings and emotions, not a 
cold statistic. 


© A customer brings us his wants. Our job is to fill these 
wants quickly and courteously. 


e A customer deserves the most attentive, considerate and 
courteous treatment possible. 


a Hardware Age Editorial Feature 


Series No 18 copyright |%4—Hardware Age 








There’s profit in 


New England dealer’s tool rental department pulls store traffic, 


builds profits with 100 items. Here’s how he conducts this section and an outline 


Here are five things Rocky’s Hardware at 99] 
Main St. in Springfield, Mass., does to make a 
profit in rentals and in merchandise 
rental department customers: 

|--Advertises throughout the year. 
Carries adequate insurance. 


sold to 


9 
b--Analyzes receipts and costs. 
4—-Keeps equipment in good working order. 
5—Studies customer demands. 
Advertising—Advertising includes 


per insertions throughout the year, two poster 


newspa- 


billboards, and occasional use of handbills to 
announce new rental items. 

The firm invests $1000 a year to advertise its 
tool rental service. 

Several times a week Rocky’s use a 1% in. 
by one column ad next to news columns in the 
Springfield Daily News to promote the depart- 
ment. Copy features floor sanders. 

When the firm adds a new type of rental 
item, it is advertised by insertion of a larger 
ad than usual to feature that unit. An example 


of the insurance coverage he has for protection 
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Profit producing equipment in hardware store rental department 


Partial list of 100 rentals in New England hardware store 


Daily Minimum Daily Minimum Daily 
charge charge charge charge charge 
Belt sander $3.00 $2.00 Electric hedge shears 1.25 1.25 Sander and edger 5.00 
Blow torch 95 50 Electric steamer 3.00 3.00 Small polisher 1.50 
Car polisher 2.00 2.00 Jig saw 2.50 2.50 Spray gun 
Dise sander 8.00 3.00 Large polisher 2.00 2.00 | quart size 3.00 
%” drill 1.00 1.00 Lawn spreader 1.00 1.00 Spray gun 
Edger 2.50 2.50 Linoleum roller 1.00 1.00 2 gallon size 4.00 
Electric chain saw 5.00 3.00 Paper board and Steamer 2.00 
Electric cultivator 1.50 1.50 equipment 1.50 1.50 Tile cutter 1.00 
%” Electric drill 1.50 1.50 Post hole digger 75 75 Vacuum cleaner 3.50 
Electric trimmer 1.50 1.50 6” Power saw 3.00 3.00 Vibrator sander 2.00 
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Minimum 
charge 
3 50 


1.50 


3.00 





4.00 
2.00 
1.00 
3.50 
2.00 








rentals 


is the 4 in. by one column ad used to announce 
a rug cleaner machine for rent at $6 for 24 
hours, as shown with this article. 

Insurance—Rocky’s carries insurance to 
protect the firm from loss due to theft of rental 
units, and to protect it from liability in the 
event a customer is injured while using that 
equipment. 

When one customer failed, after a reasonable 
length of time, to return a sander, an edger 
and a polisher, R. J. Falcone, owner of Rocky's 
Hardware, tried to locate him, only to discover 
that the customer had moved, leaving no new 
address. 


Tool records kept separately 


He learned, then, that his theft insurance 
policy did not protect him from loss of that 
equipment because it did not cover rented units. 
Had the item been stolen from the store, the 
theft insurance protection would have been 
effective. 

Since the missing items were rented, there 
was always the possibility that they would be 
returned, so, legally, the items were not con- 
sidered as stolen. 

Mr. Falcone now carries insurance to protect 
himself from collusion (conspiracy with fraud- 
ulent intent.) Various endorsements take care 
of this type of insurance coverage. 

Property floater insurance protects Rocky's 
Hardware from loss of rental equipment which 
customers do not return. Insurance premiums 
equal 3% percent, annually, of the declared 
value of all rentable items owned by the firm. 

The insurance company requires that all 
items of a category be listed. That is, if there 
are nine sanding machines, all nine must be 
listed and insured. 

Rocky’s Hardware also has a $10,000 liability 

(Continued on page 62) 
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Reversible panels for displaying sundries at your wall paint display units. 





MODERN D SPLAY IDEK 
64) 





Do you want to attract more customers into your 
paint department? 

Do you want to sell more related merchandise to 
paint customers? 

Here are display ideas HARDWARE AGE display con- 
sultant suggests for these purposes. 

Use these functional display units along a wall 
section of your paint department so your salesmen 
can suggest related items each time they sell paint. 

As the salesman reaches for paint on the wall 
shelves he can point to items displayed on either side 
of perforated panels. He can flip his finger to reverse 
the panels to show merchandise on the opposite side. 

tach panel can be attached to shelving held in 
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Functional paint sundries display 


position on two 10 in. brackets. Panels should be 
16 in. wide by any desired height. They may be 
rotated on 10 in. brackets. 

A screw and a washer hold the top of each panel. 
A small finishing nail may be driven into the bottom 
of the panel and inserted in the hole in the lower 
bracket. 

This sketch also shows an inexpensive method for 
installation of a light strip over a wali section on 14 
in. lengths of half-inch pipe equipped with two 3-in. 
diameter flanges. 

The detail drawing shows how the flange, screwed 
to the wooden light strip, is cut with a hack saw. 
Light fixture is installed to have clearance as it rests 
on inside ledge of light strip. 

Color can be added to the display by a simulation 
of some art supplies on the baffle section. 


The light strip can be installed around the entire 
selling area to add to the attractive and modern ap- 
pearance of the store. The concealed light will reflect 
up on the baffie and down on to the side wall fixtures. 
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Mr. Marvin Nelson, The Southern Lum- 
ber Company, San Jose, Calif., proved it 
to himself. After making several cuts on 
four unidentified brands of single-strength 
window glass, Mr. Harris picked one 
brand (marked “B’) as easiest to cut 
every time. That brand was L’O’F. 28 
out of 30 dealers who have taken the 
*blindiold”’ test picked LO-kr as easiest 


to cut! 


Kasver TO SELL 


his L’O'l label identifies quality glass 
wherever it is seen. People know this label 

it is appearing 216 million times in 1956 
advertising alone! And every time it ap- 
pears it adds to the already strone preter- 
ence for L’O’F glass. This preference 


means faster, easier sales lor you. 


Kasver 
TO MERCHANDISE 





Keep your store name in the public eye. 
This handy envelope stufler helps your 
sales by reminding customers and pros- 
pects to see you when they need glass to 
fix broken windows. Order WG-19 now 
from your Libbey Owens’ lord Distributor 
(listed under **Glass”’ in your phone book). 
For further information, write to Dept 
67116, Libbey’Owens'Ford Glass Com- 
pany, 608 Madison Ave., loledo 3, Ohio. 





nG CRACKED on BRORLH © 
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Quick check on credit 


Here’s a method to enable your employees to promptly 


determine the credit status of a charge customer 


When a customer with an active 
account makes a purchase in a 
hardware store which has a siz- 
able number of charge accounts 
the clerk is faced with a problem 
when the buyer wants quick 
service. 

Even if the salesperson knows 
the customer has a charge account 
he cannot know immediately 
whether the account is overdue. 
If the clerk must go to the office 
to check each customer's request 
to “charge it,” much time is 
wasted. 

If a customer with a good credit 
standing has to wait an extra long 
time to have a purchase okayed, 
she may become indignant. 

To handle this problem Harri- 
son & Gould, Ine., in Milford, 
Conn., which has about 9000 
charge accounts has a record of 
one-third of its most active ac- 
counts located in three places on 
its main floor and one record unit 
in ite second-floor Gift Mart. 

Each of the four units is a ro- 
tating charge account record. 
Cards in these units carry the 
typed names and addresses of the 
most active charge account cus- 
tomers. If the card for a customer 
ia not on the machine the clerk 
checks with the office. When an 
account is delinquent, that fact is 
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noted on the rotating record, and 
the sales clerks know immediately 
that the charge request must be 
referred to the office. 

The four machines are carefully 
checked once each week to keep 
them up to date. 

Since the number of delinquent 
accounts is limited, most pur- 


chases by active charge account 
customers can be quickly handled 
saving time and energy for em- 
ployees and cutting down on cus- 
tomer complaints about unneces- 
sary waits and delays. 

The firm’s 22 employees con- 
stantly refer to these revolving 
credit records. 


Employees of the store check the credit status of a customer by referring 


to one of the revolving records. 
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NEWEST LOOK in Sheffield nail packaging! i 


Handy Household 
Packs of brads, tacks 
and small flat head 
nails. Answer to a do- 
it - yourselfer’s prayer! 
In smartly designed 
counter display car- 
tons. Set ‘em up and 
watch ‘em sell! 




















NAILS on display help sales every day 


Sales multiply when customers are reminded 
of a forgotten need. Nothing reminds them 
of the many times they have needed nails 
and didn’t have them —like a prominent 
Sheffield display in your store. And the eye- 
appeal packaging of Sheffield nails is a 
“natural” for such sales-stirring displays. 


What's more, al! Sheffield Nail Paks—from 
the 100-lb. Pak to the five pound, the small- 
est carton — give you attractive ready-made 
storage bins. 


Make your store Sheffield “Nail Headquar- 
ters”! Order complete stocks from your job- 
ber now. And display ’em big! 


SHEFFIELD STEEL 
—__— DIVISION 


ARMCO STEEL CORPORATION 
SHEFFIELD PLANTS: HOUSTON + KANGASG CITY + TULSA 
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SHEFFIELD 


NAILS 





New Wire Products book for dealers features 
complete line of SHEFFIELD NAILS 


Features Sheffield nails (regular, spe- 
cial-purpose, ringshank and drive- 
screw) for everybody from home handy- 
man to manufacturer and builder. From 
4 oz. carton to carload. This book lists 
and describes them all as well as the 
full and diversified line of Sheffield 
wire products. 
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More display 


in less space 


There never was, and probably 
never will be, a hardware store 
with adequate display space for 
all the lines handled. Nor is there 
room for all of the lines its owner 
would like to handle. 

Almost every hardware dealer 
wants an arrangement to replace 
four display islands with five to 
show more merchandise in less 
space. 

That is what was done recently 
by Theodore Gottbrecht at his 
main store at 160 W. Broadway in 
downtown Council Bluffs, lowa. 
Mr. Gottbrecht, who operates a 
branch unit in another section of 
the city, is a former soda fountain 
fixture designer. He studied the 
layout and fixtures of his store 
with the thought of replacing 
them with better units. 

His main store had four islands 
placed crosswise in the _ store. 
Each unit was 6 ft long and 54 in. 
wide. He replaced these units 
with five islands, of his own de- 
sign, 40 x 72 in. 

When he installed the new 
islands he reduced aisle space be- 
tween them from 80 to 24 in. He 
points out that the widest part of 
the human body is the shoul- 
der area, and that in a store the 
shoulder area normally parallels 
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step-up shelving. Therefore, he 
designed his fixtures with only a 
small degree of step-up and re- 
duced his aisle space so that only 
one person can walk through at a 
time. 
These glass 


units also have 


shelving at the end of one side of 
the islands which face a well- 
traveled aisle. 

Aisles on each side of the cross- 
wise islands are four feet wide, to 
allow traffic to move freely. Cross 
over space between islands is am- 
ple for one 


person to move 


through at a time. 
Mr. Gottbrecht says of his new 


oar 


fixtures and layout, “These units 
work well for us. We have more 
merchandise on display and have 
saved 16 in. on the overall width, 
and have five islands instead of 
four.” 

The islands are constructed of 
half-inch plywood and glass shelv- 
ing. The base of each island is 
made of 2x 4 in. framing. Approx- 
imate cost of each island was $150. 


One of the new islands with five display levels, with very slight graduation 
of shelving. Glass shelving adds to visibility. 
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THE FINEST 
THAT MONEY 
CAN BUY! 


MODERN 
KEIL DEADLOCKS 
ARE STURDY 
TAMPERPROOF 
AND FINISHED TO 
MEET YOUR NEEDS 


PRICED 
TO ALLOW YOU 
A REAL PROFIT 


Chel 


MAKERS OF FINE LOCKS 
FOR OVER 80 YEARS 

















Ask your jobber to show you 
this complete line of DEADLOCKS 


C Ta CHARLESTOWN 52 
om NEW HAMPSHIRE 
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HINDLEY 
Bright Wire Hardware 











Be smert and get the money-making 
facts on the complete line of Hindley 
Bright Wire Hardware now. Quality 
products ... traffic-stopping displays 

. convenient Pic-Pak packaging 
and fast turnover make it a year- 
round profit 


Write us 
today for complete details. 


producer, 








indley 
ince 1897 

MANUFACTURING COMPANY 
Valley Falls, Rhode Island 


WIRE HARDWARE - COTTER PINS 
PLUMBING SPECIALTIES 




















Small hardware store has 
sizable giftwares display 


How large a display room do you 
need to warrant having a sizable 
giftwares section? 

Although the 
Hardware Co. in Hapeville, Ga., is 


Modern Home 
not a large store, its eye-catcher 


giftwares section occupies one 
half of one of the store’s sidewalls. 

That department is a good traf- 
fic puller, and attracts many first- 


time visitors as the result of its 


eye-catcher appearance. With the 
floor and top ledge the sidewall 
displays feature merchandise at 
six levels. 

A table just inside the window 
has two slanted sides, one facing 
the street, the other tilting toward 
the interior. A mirror 
above the waist-high shelf which 
joins the window table and wall 
unit adds to the appearance of the 
unit. 


section 


Shelving and plywood background are in a dul! maple finish color being given 
to the section by the merchandise on display. 
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STYLES and SIZES for EVERY 


Whatever the bolting jobs your 
customers have in mind, you can be 
pretty sure of meeting their needs 
for nuts, washers and related items 
when you handle the Bethlehem line 
of fasteners. Bethlehem nuts and 
washers are turned out in virtually 
an endless variety. And because they 
are made with such great care, they 
provide perfect mating with the 
hundreds of kinds of Bethlehem bolts 
with which they are used. 

For a good holding job every time, 
and plenty of repeat business, get in a 
good supply of Bethlehem fasteners. 
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Bethlehem Fasteners Are Good Fasteners 
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YOUR CUSTOMERS 
WILL PICK UP AND BUY 


@ There's something fascinating 
about these handsome, trans- 
parent plastic boxes—in their 
many sizes and various com- 
partment arrangemenis. 





Men want them for holding fishing lures, 
for home storage of nails, brads, tacks, 
screws and nuts .. . housewives for hair 





curlers, costume jewelry, butions, needles, 
thread and dozens of other things. 





Twenty standard boxes available from 
stock, ranging from 442" x 2%" x 1° to 


10%" x 6.4" x 1%", Attractive, practical, 
and of durable construction with tight- 
fitting hinged covers. 


How these boxes do sell. May we send 
you descriptive folder and prices? 
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VLEHEK TOOL co. 


$001 tow 871% Street 
Cleveland 4, Obie 








The HARDWARE AGE Builders’ 
Hardware Handbook is a must for 
dealers, wholesalers, and manufac- 
turers who sell, install, or service 
builders’ hardware. This big, one- 
volume encyclopedia is the com- 
plete outline for the study of 
builders’ hardware. Products, 
metals, finishes, scheduling, blue 
print reading, sales and service, 
quoting, and specifications are cov- 
ered in detail, yet with great sim- 
plicity. Written by Adon H. 
Brownell, AHC and 45-year build- 
ers’ hardware veteran, this is the 
first comprehensive builders’ hard- 
ware book to be published in 16 
years. It is recommended by the 
National Builders’ Hardware Assn. 
and the American Society of Archi- 
tectural Consultants. The 234-page 
library-bound book is profusely il- 
lustrated with thousands of draw- 
ings. Retails at $8, plus 45¢ han- 
dling charge, and sales tax where 
applicable. Available from HARp- 
WARE AGE, Chilton Co., Chestnut 
and 56th Sts., Philadelphia 39, Pa. 


Getting the Most Out of Your 
Radial Saw, a 110-page handbook 
for your home workshop custom- 
ers, covers all phases of radial saw 
operation in the home workshop. 
Over 300 photographs and line 
drawings are contained in the book. 
The manual is a special addition to 
a 10-volume Deltacraft Library 
written as working reference for 
the home craftsman. Book is suit- 
able for Christmas giving. Retails 
for 99¢. Delta Power Tool Div., 
Rockwell Mfg. Co., 461 N. Lexing- 
ton Ave., Pittsburgh 8, Pa. 


Touring With Towser, is an un- 
usual and informative booklet for 
dealers selling pet supplies. It can 
be used as a bonus for customers 
buying pet supplies, or be sold as 
an item. It tells families contem- 
plating travel with pets which 
hotels and motels permit animals, 
and offers many other tips on pet 
travel. It also lists special animal 
regulations in various states and 


for a dealer's library 


national parks, as well as a list of 
needed accessories for travel. The 
68-page book is available at 10¢ 
from Gaines Dog Research Center, 
250 Park Ave., New York 17, N. Y. 


L ottore 


from Hardware Age readers 





A lire 


A multi-alarm fire 


and Help! 

starting at 
three o'clock in the afternoon on 
Wednesday, the 10th, coupled with 
extremely damage, 


heavy water 


destroyed our entire inventory. 
The upper floors of our warehouse 
suffered heavy fire damage but 
fortunately no one was hurt. It is 
our belief that adequate insurance 
was in force to cover practically 
all of our loss. 

Our entire personnel displayed 
yreat energy, real initiative and 
superb loyalty in moving debris, 
carrying out damaged stock and 
setting up a temporary beachhead 
at a warehouse located just two 
doors above our old location. 

jecause of the super-human ef 
forts of our entire force as well 
as the spontaneous, generous and 
quick shipments rendered by our 
suppliers, our salesmen are back 
on the road. Many of our custom- 
ers have mailed in payments on 
their current account and all have 
shown a desire to help us in every 
way possible, 

We would like to express, 
through you, to our force, to our 
suppliers and to all our customers 
their 
loyalty and grand support in this 
hour of trial. 


our deep appreciation for 


We go forward con- 
fidently to a glorious future. 


A. Vander Horst, Partner 
L. Vander Horst, Partner 
Wm. H. Cole & Sons 
Baltimore, Md. 
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NIXDORFF-KREIN MANUFACTURING COMPANY . 916 HOWARD 81. « ST. Lours 10. mo. 
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INDUSTRIAL 
SOLDERING IRONS 
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, HEAT 
me 6High* ITY Exclusive 
Faster CONTIN THERMOSTATIC ACTION . . . 
HE ee Gueranteed for the life of the iron! 
thon ANY OTHER Prevents excessive tip burning! 
soldering irons of equal tip size 












Proved 4 times faster on the production lines | 


of America’s leading wlectronics firms. Complete | 
range of sizes . . . scientifically designed . ! 
individually tested .. , for easier, surer precision 


work or heavy duty soldering. Operate on 110- 
120 volts, AC or DC! Model 18T illustrated, 
$6. 25 list, 





MANUFACTURING CO 
Grove City, Pennsylvania 


; by la 




















DISPLAY AND SELL THIS 


eeadigport 


“MASTER” 
SCREW DRIVER 
MERCHANDISER +700 


* 2 Eye-catching, easy-to-handle sections 

* Can be set up 5 different ways 

* 80 top quality screw drivers - 
Regular, Phillips and Screw-holding 

¢ 32 Most popular sizes and styles 

* Free Selector Chart and Envelope 
Stuffers 

* Priced to sell fast—from 30c to $2.10 


Ask your apn salesman about 
the many other 
Bridgeport Money-Maker Tools. 



















THE BRIDGEPORT HARDWARE MFG. CORP BRIDGEPORT 5, CONN., U.S.A 








There’s Profit in Rentals 
For New England Dealer 


(Continued from page 51) 


policy to protect it in the event a 
customer is injured while using an 
item rented from the firm. The 
policy contains a clause which re- 
lates to equipment or appliances 
rented to others. 

Mr. Falcone proved the value of 
the liability policy when a cus- 
tomer suffered burns while remov- 
ing the cap from a rental wall- 
paper steamer. The insurance 
company relieved Mr. Falcone of 
all details and responsibility. 

Analyzes earnings—-W hen a cus- 
tomer signs for a rental article, 
a copy of the receipt is filed in a 
folder in which a record is kept 
for that unit. The unit’s earnings 
in rental fees and the sales of re- 
lated merchandise plus repairs 
and service work needed to keep 
it in good working order are re- 
corded in that file. 


Customers pick up tools 


The record on one floor sander, 
for example, shows that it rented 
for a total of $166 in the first six 
months of 1956, and that rental 
customers bought $87 worth of ex- 
tras. 

When new rental items are con- 
sidered at Rocky’s they are first 
subjected to a trial period to de- 
termine their weaknesses, if any, 
the frequency of repair and the 
popularity of them. After this 
trial period their final rental fees 
are determined. Trial rental pe- 
riods showed the firm that two 
types of equipment were not suit- 
able for their trade. These were 
then removed from the rental sec- 
tion. 

An important factor in keeping 
rental equipment department costs 
down is the requirement that cus- 
tomers pick up and return these 
units. 

In addition to obvious savings 
in delivery costs, this policy makes 
it necessary for all rental equip- 
ment customers to visit the store 
twice for each rental transaction. 

Impulse sales are made to many 
of these customers. 

Kquipment in good working or- 
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der—When rental unit customers 
complain that equipment is defec- 
tive, all efforts are made to help 
the customer overcome any diffi- 
culties. 

No charges are made for the 
rental if the customer is sincere 
in making a claim that the equip- 
ment is defective. 

All rental equipment is given 
a good check over when returned 
to the store after a customer has 
had it out. If any repairs or ad- 
justments are required they are 
made in the firm’s own repair shop 
in the rear of the store. 


Repair own equipment 


Instead of assigning one em- 
ployee to rental equipment repairs 
and servicing, this work is spread 
among several employees who 
have mechanical ability. This 
eliminates the necessity of hiring 
an additional man to handle this 
detail. 

Another result of maintenance 
of its own repair service on rental 
items is that it is not necessary 
to send equipment to factories and 
thus lose out on rental time 

A partial list of the more than 
100 items, including many items 
of which the department has more 
than one unit, is shown here. Both 
minimum and daily charges are 
included. 

Mr. Falcone says of his rental 
department, “It is an advertise- 
ment of itself. A rental item goes 
to a customer’s home, and perhaps 
a neighbor gets the idea that he 
should rent the same type of 
equipment. 


Rentals lead to sales 

“When rental items are taken 
from or returned to the store, 
there are usually sales of other 
items such as varnish, wax, 
brushes, abrasives and other do-it- 
yourself materials.” 

Customer demands Although 
the firm’s rental service was once 
limited to one floor sander, it now 
includes both indoor and outdoor 
do-it-yourself equipment. Rocky's 
Hardware has set no fixed per- 
centage of its investment which 
any unit must earn if it is to con- 


tinue as a renta! item. 
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NOW 


COLORFUL 
CARDS for 
EASIER, 
QUICKER 
SALES 


SEND TODAY FOR 
COMPLETE CATALOG 
AND INFORMATION 
ABOUT DEAL # 1300 





OclING CABINET HARDWARE 


ad Do it 
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FREE New 


“Do-It-Yourself” 
DISPLAY RACK 


with Assortment #1300 





Sold through wholesalers only 
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FOR FAST SALES AND GOOD PROFITS 


items and every cus 
tomer is a potential buyer. Powerfully merchandised ir 
selt-service displays, these best sellers will be your most 
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EAGLE ELECTRIC MPG. CO., Inc. 
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NEWS. 


(Continued from page 10) 





Aluminum Goods Makers Get 
Okay To Buy Next Quarter 


Aluminum goods makers have re- 
the green light from the 
government to set up production 
schedules for the first quarter of 
1957. 

The 
vices 
that 
num will be set aside, from the sup- 
ply available in that for 
government orders. 


ceived 


and Defense Ser- 


Administration 


susiness 
announced 
137 million pounds of alumi- 


quarter, 


This is 9 million pounds less than 
the amount set aside in the fourth 
quarter of 1956 although it is the 
same 14 the 
supply. 


percent of available 

However, the government quotas 
were announced before the outbreak 
of hostilities in eastern Europe and 
the Middle East and may be sub- 
ject to change. 


Parking Problem Solutions 
Are Outlined in Govt. Book 
Hardware dealers, often leaders 
in the business community in work- 
ing to solve civic problems, will be 
interested in a government 
book, “Parking Guide for Cities.” 
The book covers the problems of 
providing more on-street and off- 
street parking places and describes 


new 


methods used in various cities. 

55 ¢ each, are avail- 
the Superintendent of 
Documents, U.S. 
Office, 


Copies, at 
able from 
Government 
Printing 
D. C. 


Washington 25, 


SBA's New Leaflet Covers 
Ways of Improving Selling 
How 


prove 


can im- 
selling methods and 
their sales volume are explained in 


hardware dealers 


their 


a new leaflet, “Improved Personal 
Selling in Small Business.” 

The leaflet, the 
Small Business Administration, is 
No. 16 in the Small Marketers Aids 
series. Copies may be obtained at 
any SBA office. 


(Resume reading on page 11) 


published by 
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Your customers save money with this 


TWIN PAK '/ PRICE SALE 


Customer buys one 5'/2 oz. can of GOOD-AIRE for Kitchen 





AT REGULAR PRICE. . . 984 

—dgets second for Bathroom 
AT HALF PRICE! . .. . 494 
TOTAL $1.96 Value ... . . ONLY $1.47 


Deal No. 2720 
Price $12.00 per doz. 
Packed 12 Twin Paks to shipping case. 










196 stk: zayar 


c ; > ’ ‘as? 





NOW BUILD YOUR PROFITS 
_ WITH THESE 
TWO SALES-PRODUCING OFFERS 


=, Good aire 


AiR 
REFRESHER 


ton tne Soe AIR REFRESHER 


etc. 


44 r¢ f a 
(008 # ceiquet™ 
STR. mone, 


nil 





Your customers 
save money with this 


50‘-SAVING OFFER! 


Large 12 oz. can of GOOD-AIRE reg. $1.89— 
SALE PRICED for quick turnover. . . $1.391 
Deal No. 1820 
Price $11.20 
Packed 12 to shipping case. 


SUPPLIES LIMITED! STOCK UP NOW! PEAK SELLING SEASON AHEAD! 
Indoor living steps up demand for GOOD-AIRE 

Just a quick spray gets rid of unpleasant indoor odors fest 
Nationally advertised--GOOD.-AIRE has high consumer 


acceptance! 
Subject to change without notice 


Bildgqoot/ — epioGtrort BRASS COMPANY 
BRIDGEPORT 2, CONNECTICUT 
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Display cards make 
Bassick’s Hand-L-Hold 
a self-seller 


Now attractively carded for im- 
pulse sales—here is the easy-to-use, 
easy-to-sell Bassick Hand-L-Hold. An 
upward touch sets the broom, mop, or 
tool handle in place. It holds by its 
own weight—can't mark, scratch, or 
damage handles. And, once folks see 
it work, you can practically start ring- 
up the sale. 


Display-demonstrator 
free with 30-piece order 


That's where the Bas- 
sick display demonstra- 
tor comes in. It invites 
attention, lets shoppers 
try out Hand-L-Holds 
for themselves. It will 
spark impulse sales. 

Put the new display 
card package—prepriced 
for self-service sales— 
and the handy demon- 
Strator near your check-out counter 
and in the houseware section. See how 
many extra sales you pick up. 

Order from your jobber. THE BAs- 
SICK COMPANY, Bridgeport 2, Conn. 
In Canada; Belle- 
ville, Ont. 6.22 
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28.29 American Hardware Supply Cx 
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National Events 


National Garden Supply Dealer 


Shows, Jan. 13-15, at Kingsbridge 
Armory; hotel headquarters, Con- 
course Plaza Hotel, New York, N. Y. 
Sponsored by Garden Supply Mer- 
chandiser Magazine, Baltimore, Md. 


National Housewares Exhibit, Jan. 17- 
24, at Navy Pier and Drill Hall, 


Chicago. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Sporting Goods Assn. Con- 
vention and Show, Feb. 3-7, at Hote! 
Morrison, Chicago. Sponsored by the 
National Sporting Goods Assn., 716 
Rush St., Chicago 11, Il. 


Toy Fair, The American, March 6-15. 
Temporary exhibits at Hotels New 
Yorker and Sheraton-McAlpin; per- 
manent exhibits at 200 Fifth Ave. 
and 1107 Broadway. Horatio D. 
Clark, Toy Mfrs. of the U. 8S. A. 
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THIS WINTER 
EVERY HOUSE IN TOWN 
AS FOUR POTENTIAL 
SOURCES OF PROFIT 






























HALITE mevis 
HARD -PACKED 























| 4\- EVERY CUSTOMER 
NEEDS A BAG OF HALITE 
IN THE CAR...IT GIVES 


INGTANT TRACTION ON 
SNOW AND ICE! 


THE PROFIT PER BAG 
OF HALITE is 
HIGHER THAN FOR 
MOST OTHER ITEMS 
YOU CARRY! 






yessiree! HALITE’S 
QUICKER, AND IT SAVES 
YOUR TICKER! 


'T’S A FACT: Every customer you have needs Sterling Halite Melting Crystals 
ma when there’s ice and snow on the ground: For driveways, walks, steps, and a bag ~ 
\ in the car for emergencies. And this winter, all your customers wi!l know about _ 
| Halite. A big newspaper cartoon campaign is going to tell them how Halite saves 
work ... saves time .. . prevents accidents . . . and how little it costs. This is 
advertising your customers will see, read, and remember. It will bring them into 
your store for bag after bag of Sterling Halite. So order now: Halite comes in 
10-lb. bags (6 to a bale), and 25- and 100-lb. bags. Check your wholesaler or ware- 
house today. P.S. This winter, use Halite yourself—to keep your sidewalks and 
driveway clear and safe! 


STERLING HALITE® meitine crystAts ~ 
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Product of International Salt Co., Inc. 
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CLOSET HANGER 
BARS 


® Finest quality. 





® Inner tube is the 
same length as outer 
tube. 


® Shelby bars give 
maximum strength 
when expanded to 
maximum length. 


® Adjustable to any 
space — four sizes — 
18” to 128”, 

® Heavy gauge met- 
al — heavily plated. 


@® Extra strong ends 
- permanently at- 


tached — no uwun- 
sightly welds to 
break. 


® Easy to install — 
4 screws. 

© COMPARE— Shel- 
by gives you the best 
with extra value! 


THE SHELBY SPRING HINGE CO. 
SHELBY, OHIO 
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| Janney, 


Wisco 


CLOSET HANGER BARS 
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inc., 200 Fifth Ave., New York 10, 
N. Y. 


Regional Events 


Ace Hardware Corp., Chicago, 33rd 


Annual Convention and Exhibit, 
Feb. 11-13, at Conrad Hilton Hotel, 
Chicago. Arthur Krausman, 
vention manager. 


con 


American Hardware Supply Co., 


Pittsburgh, Annual Merchandise 
Fair and Stockholders’ Meeting, 
Jan. 28-29, at company office and 
warehouse, 41 Terminal Way, Pitts- 
burgh 19, Pa. 


Bingham Co., Cleveland, Spring 
Merchandise & Sporting Goods 
Show, Jan, 27-30, at company ware- 
house, 1278-08 W. Ninth St., Cleve- 
land, Ohio. 


Cotter & Co., Chicago, Annual Mer- 


chandise Show and Stockholders’ 
Meeting, March 3-5, at company 
warehouse, 36 E. Illinois St., and 
Sheraton Hotel, Chicago. 


| Gift Shows: Washington, Hotel Wil- 


lard, Jan. 27-30; Chicago, LaSalle 
Hotel and Palmer House, Feb. 3-14; 
New York, Hotel New Yorker and 
New York Trade Show Building, 


Feb. 24-March 1: Boston, Hote! 
Statler, March 4-8; Philadelphia, 
Hotel Benjamin Franklin, March 


17-20. George F. Little Management, 
220 Fifth Ave., New York 1, except 
Chicago Show which is conducted 
by Eastern Mfrs. & Importers Ex- 
hibit, Ine., George F. Little, man- 
aging director, 


Hibbard, Spencer, Bartlett & Co., 2201 


W. Howard St., Evanston, Ill, 4th 
Annual Merchandise Show & Con- 
vention, Jan. 13-15, at company 
warehouse. 


Semple, Hill & Co., 22-26 
Second St. South, Minneapolis 1, 4th 
Annual Retailers’ Conference and 
Spring Market, Jan. 14-16. Meetings 
at Hotel Leamington, 
North Star Bldg. 


Our Own Hardware Co., Minneapolis, 


Annual Stockholders’ Meeting and 
Merchandise Show, Feb. 


N. Third St., Minneapolis. 


Hardware Co., dealer - 
Wholesaler of Madison, Wis., annua! 
merchandising school and 
Show, Jan. 28-29, at company head- 
quarters, 15 8S. Brearly, Madison. 


State Events 


Alabama Retail Hardware Assen. Con- 
Sessions 


vention, Feb. 10-12, 1957. 
and exhibit at State Coliseum, hotel 


exhibits at 


11-13, at 


company offices and warehouse, 618 


owned 


Sales 


headquarters Whitley & Jefferson 
Davis Hotels, Montgomery, Charles 
Giles, 409 N. 23rd St., Birming- 
ham 3. 


Arkansas Ketail Hardware Assn. Con- 
vention, Feb. 17-18, 1957. Sessions 
and exhibit at Robinson Audito- 
rium, hotel headquarters Marion 
Hotel, Little Rock. J. Wayne Tis- 
dale, 908 Rector Bldg., Little Rock. 


California Retail Hardware Assn. Con- 
vention, Feb. 10-13, 1957. Sessions, 
exhibit and hotel headquarters at 
Fairmont Hotel, San Francisco. 
Krueger B. Jacobsen, 122 Ninth St., 
San Francisco 3. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 6, 1957. Sessions and hotel 
headquarters at Statler Hotel, Hart- 
ford. Ned Russell, Harris Hardware. 
Southport. 


Florida & Georgia Retail Hardware 
Asens. Joint Convention, March 17- 
19, 1957. Hotel headquarters at 
George Washington Hotel, Jackson- 
ville, Fla. W. W. Howell, P. O. 
Drawer 1000, 1640 Plant Ave., Way- 
cross, Ga. 


Hardware Assn. of the Carolinas Con- 
vention, Feb. 19-21, 1957. 
and exhibit at Radio City Audito- 
rium, hotel headquarters Charlotte 
Hotel, Charlotte, N. C. Martin F. 
Kaelke, managing director, P. O. 
Box 6215, Charlotte 7, N. C. 


Sessions 


Illinois Retail Hardware Assn. Con- 
vention & Trade Show, Jan. 6-8, 
1957. Sessions and hotel headquar- 
ters at Pere Marquette Hotel, ex- 
hibit at Armory, Peoria. William 
F. Ewert, 1194 Merchandise Mart, 
Chicago 54. 


Indiana Retail Hardware Assen. Con- 
vention, Jan. 29-31, 1957. Sessions 
and exhibit at Morat Temple, hotel 
headquarters Sheraton-Lincoln Ho- 





HARDWARE HUMOR 





decided not to elope 
refund on the ladder.” 


® Hardware Age, 1954 


“Ale says he 
and wonts a 


HARDWARE AGE, NOVEMBER 22, 1956 


PRE-STITCHEO Wi//h 
VMETAL CLIPS FOR 
TIGHT CLOSURE 





WAREHOUSING SPACE PROBLEMS? 


Warren Tool’s ‘FLAT PAK’ Five 
Carton Will Help Solve It! 


“... but I can order it for you. . .” never closed a sale. That's 
why extra storage space means extra profits. 

The Warren-Teed “Flat Pak” Five carton gives you this borus 
space in your storeroom or warehouse. There's no wasted space 
in these sturdy containers. Flat Pak Fives are also designed for 
shelf stocking. 

Stack them as high as you want. No danger of crushing these 
cartons because the tools inside support the extra weight. Seams are 
pre-stitched with metal clips for tighter closure. 

Each carton’s contents is marked plainly for quick inventory. 
The distinctive Flanders Blue identifies all cartons as Warren-Teed 
tools. All cartons are decimal packed 

Right down to the cartons they're shipped in, Warren-Teed tools 
build your profits and cut your costs. That’s why distributors 
and dealers everywhere stock them with confidence and sell them 


with ease. 


WARREN TOOL CORPORATION 


Wanufactarers of Warren leed and Devil railway track tools 





NEW... AAW HANDLE 


The finest obtainable— 


anywhere— at any price. W A R 


trade 





® 
7. i a aS 
hyp E 


mark 





Gemeral Offices Warren, Chie 


Eapert Division i0 Chaveh St Vew Yert 7, N. ? 
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CHAIN TONGS 


“Reversible,” “Standard” and “ideal” types, 
in oll sizes, Jaws are drop forged from epe- 
elal steel, ave carefully milled, heat treated, 
hardened and tested. The Handles are forged 
epring steel. The Chains are preeftested to 
2/8 eateleg etrength (1,200 th. te 40,000 
ib.). “Reversible” Jaws give deubkle jew life. 
“Htenderd™ Jaws have extra bearing on the 
handle and foerged-in chain guides. The 
“Ideal” Tonge have VY Shaped 
teeth fer «a sure grip on irregu- 
lar shapese-—fittings, ete. 





‘The teal Helder Peepie”’ 


S214 W ARMSTRONG AVENUE + CHICAGO 30, Hi 





TRONG BROS. TOOL CO. 











FOR BUYERS OF 
LOW PRICED 
HIGH SPEED DRILL BITS 


"U. S. Eagle” is TOPS! 


THE "U.S. EAGLE” LINE OF 
29 JOBBERS LENGTH SIZES 
AND 60 WIRE SIZES PACKED 
ONE AND TWO IN AN EN. 
VELOPE IS PRICED TO SELL. 





























LE 























THE 167 DRILLS IN THIS CASE 
SELL FOR $130 AT RETAIL PRICES. 
DEALER'S PRICE FOR CASE AND 
DRILLS COMPLETE IS $75. 


CENTURY DRILL & TOOL WORKS 
100 LAFAYETTE ST 











NEW YORK CITY 


15 & MACHINES. Ine 
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Convention Calendar 
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tel, Indianapolis. W. J. Sheely, 964 
N. Pennsylvania St., Indianapolis 4. 


Intermountain Assen. of Hardware & 
Implement Dealers Convention, Jan. 
20-22, 1957. Sessions and hotel head- 
quarters at Hotel Utah, Salt Lake 
City Utah. Leon L. Weeks, 308 Con- 
tinental Bank Bldg., Boise, Idaho. 


lowa Retail Hardware Assn. Conven- 
tion and lowa Hardware & Appli- 
ance Buyers Show, Feb. 5-8, 1957. 
Sessions and exhibit at New Vet- 
erans Memorial Auditorium, hotel 
headquarters Hotel Savery, Des 
Moines. Philip R. Jacobson, Mason 
City. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 19-21, 1957. Sessions, 
exhibit and hotel headquarters at 
Kentucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 


Louisiana Retail Hardware Assn. Con- 
vention, March %1-April 1, 19657. 
Sessions, exhibit and hotel head- 
quarters at Roosevelt Hotel, New 
Orleans. David O. Mansfield, P. O. 
Box 1696, Jackson 5, Miss. 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 24-27, 1957. Hotel 
headquarters at Statler Hotel, ses- 
sions at hotel and Eight Mile 
Armory, exhibit at Armory, Detroit. 
Harold W. Schumacher, 1916 Mich- 
igan National Tower, Lansing 8. 


Minnesota Retail Hardware Assn. 
Convention, Jan. 22-24, 1957. Ses- 
sions and hotel headquarters at 
Curtis Hotel, exhibit at Minneapolis 
Auditorium, Minneapolis. C. J. 
Christopher, 3033 Excelsior Blvd., 
Minneapolis 4. 


Mississippi Retail Hardware Assen. 
Convention, Feb. 24-25, 1957. Ses- 
sions, exhibit and hotel headquarters 
at Heidelburg Hotel, Jackson. David 
©. Mansfield, P. O. Box 1696, Jack- 
son 5. 


Missouri Retail Hardware Assn. Con- 
vention, Feb. 19-21, 1957. Sessions 
exhibit and hotel headquarters at 
Sheraton-Jefferson Hotel, St. Louis. 
Fred Boemer, 2340 Hampton Ave., 
St. Louis 10 


Mountain States Hardware & Imple- 
ment Assen. Convention, Jan. 22-24. 
1957. Seasions and hotel headquar- 
ters at Cosmopolitan Hotel, Denver, 
Colo. Francis W. Reich, P. O. Box 
73, Boulder, Colo. 


Nebraska Retail Hardware Assen. Con- 
vention, Feb. 12-14, 1957. Sessions 
and exhibit at Omaha City Audi- 
torium; hotel headquarters, Fon- 
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tenelle Hotel, Omaha. C. A. McCoy, 
325 Insurance Bidg., Lincoln 8. 


New England Hardware Dealers Assn. 
Convention, Feb. 20-22, 1957. Ses- 
sions and hotel headquarters at 
Statler Hotel, exhibit at hotel and 
First Corps Cadet Armory, Boston, 
Mass. A. C. MacHardy, 185 Dart- 
mouth St., Boston 16. 


New York State Retail Hardware 
Assen. Convention, Feb. 4-6, 1957. 
Sessions and hotel headquarters at 
Hote! Statler, exhibit at Memorial 
Auditorium, Buffalo. Nicholas H. 
Kiley, Hills Bldg., Syracuse 2. 


North Coast Retail Hardware Assn. 
Convention, Feb. 3-5, 1957. Hotel 
headquarters New Washington Ho- 
tel, sessions and exhibit at Senator 
Auditorium, Seattle, Wash. Martin 
W. Danko, Route 12, Box 109, Fife 
Sq., Tacoma, Wash. 


North Dakota Retail Hardware Assn. 
Convention, Jan. 15-16, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Graver Hotel, Fargo. Miss 


kK. PF MeGrann, 54 le Broadway, 
Fargo. 
Ohio Hardware Assn. Convention, 


Feb. 11-13, 1957. Sessions and ho- 
tel headquarters at Hotel Cleveland, 
exhibit at Cleveland Public Audi- 
torium, Cleveland. John B. Conk- 
lin, 198 S. High St., Columbus 15. 


Oklahoma Hardware & Implement 
Assn. Convention, Feb. 3-6, 1957. 
Sessions and exhibit at State Fair 
Grounds, hotel headquarters Skir- 
vin Hotel, Oklahoma City. Aaron 
Gritzmaker, 512 Midwest Bldg., 
Oklahoma City. 


Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan. 27- 
29, 1957. Hotel headquarters and 
sessions at Davenport Hotel, Spo- 
kane, Wash. J. Malcolm Smith, 210 


Empire State Bldg., Spokane 1, 
Wash. 
Pacific Southwest Hardware Assn., 


Convention, Feb. 19-21, 1957. Ses- 
sions and hotel headquarters at 
Lafayette Hotel, exhibit at Munic- 
ipal Auditorium, Long Beach, Calif. 
Otto H. Grigg, 1519 8. Garfield Ave., 
Los Angeles 22, Calif. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Jan. 
29-31, 1957. Sessions and exhibit at 
Convention Hall, hotel headquarters 
Penn Sherwood Hotel, Philadelphia. 
L. W. Jenness, 707-710, 1616 Wal- 
nut St., Philadelphia 3. 


South Dakota Retail Hardware Assn. 
Convention, March 19-21, 1957. Ses- 
sions and exhibit at Coliseum Audi- 
torium, hotel headquarters Carpen- 
ter Hotel, Sioux Falls. O. R. Baily, 








HANDLES 


The EZY way 
lo self-service selling. 


GLASS 
ENCLOSED 
DISPLAY 
CABINET 











there’s M@Or1e 
than you think in 


HELLER 


ROTARY 
FILES 


These little rotary files sell on 
sight. Not just one at a time. The 
. : home craftsman wants several different shapes 

All you do is ring up the sale! and you make a nice sale. Special analysis, 
high quality steel plus precision manufacture 


WHEN YOU HAVE TO SPEND A LOT OF TIME make each HELLER Rotary File a work of art 


that your Do-It-Yourself customer cannot 
looking up the proper handle, explaining how to resist. 


remove the broken one, digging out wedges to sell This self-selling counter display ence holds & 
or give away .. . well, that makes it pretty herd 


complete assortment and reserve stock — will 
to show much of a profit on handles. 
help you make extra sales. Send for complete 


THAT'S WHY YOU'LL LIKE FLEISCHMANN details. 
EZY-FIX HICKORY HANDLES. there’s more profit in selling 








They come packaged in a sturdy, attractive, and HELLER files and tools too 
colorful counter display box. Each one is a re- d 
handling kit. . . complete with sized and slotted Since 1836, HELLER has “been 


eye, wedges, and instructions. The customer serves making every type of file needed 
by American indusiry. Heller Nucut 
Files ore recognized for fine qual- 
ity by industrial users everywhere. 
HELLER also monvfactures hammers, 
hatchets, trowels and farriers’ tools 
~— all meeting the high stenderds 
of HELLER quality. 


The most complete line of files is made by 
America’s oldest file manufacturer 


: HELLER root C0. 


ANN HAN DLE CO. Subsidiary of Simonds Saw and Steel Co. 
FLEISCHMANN TENNESSEE NEWCOMERSTOWN, OHIO 


Branches: New York, Detroit, Chicago, Los Angeles 
HAMMERS — FILES — WRENCHES — TOOLS 
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himself. All you do is ring up the sale. It's just 
that EZY. 





Your time is money. [EZY-FIX saves both. Write today 


for the full story and name of your nearest jobber. 













Sells Itself, 
This Popular 
“Do-It-Yourselt”’ 


Line! 


ae 


STEER Wiis, 
4 int yh = . ee 


) y 
“getboonpartntigr” i) thay hee errr 


SOLDER. 





EVERYTHING YOU NEED FOR PROFITABLE SOLDER SALES 
is available in the profit-maker Kester Solder line. But your 
“do-it-yourself” customers won't buy it if they don’t see it. Make 
a display for Kester products, be sure it’s in a good location, then 
see how it attracts the trade. Don’t forget to feature Kester’s free 
16-page “how-to-do-it” booklet, “Soldering Simplified.” A liberal 
supply is yours for the asking! 


KESTER SOLDER COMPANY + 4207 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 6, NEW JERSEY + BRANTFORD, CANADA 
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(Continued } 
1300 8S. Jefferson Ave.. Sioux Falls. 


Tennessee Ketail Hardware Assn. 
Convention, Jan. 27-29, 1957. Ses- 
sions, exhibit and hotel headquar- 
ters at Hotel Chisca, Memphis. 
Morris Jones, P. O. Box 784, Nash- 
ville 


Texas Hardware & Implement Assn. 
Convention, Jan. 27-30, 1957. Ses 
sions, exhibit and hotel headquarters 
at Shamrock Hilton, Houston. R. M. 
Souder, 1108 Gibraltar Life Bldg., 
Dallas 2. 


Tri-State Hardware & Implement 
Assen. Convention, Feb. 10-12, 1957. 
Sessions, exhibit and hotel head- 
quarters at Herring Hotel, Ama- 
rillo, Texas. R. B. Allen, executive 
secretary, 1408 4th Ave., Canyon, 
Texas. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 10 12, 1957. Sessions, 
exhibit and hotel headquarters at 
Hotel Roanoke, Roanoke. G. MT. 
OQmohundro, Jr., Scottsville. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 7-9, 
1957. Sessions and exhibit at Audi 
torium, hotel headquarters Hotel 
President, Kansas City, Mo. J. 
Keith Melvin, 638-40 W. 39th St., 
Kansas City 11, Mo. 


West Virginia Hardware Assn. Con- 
vention, Feb. 17 19, 1957. Sessions 
exhibit and hotel headquarters at 
Daniel Boone Hotel, Charleston 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Wisconsin Retail Hardware Assn. 
Convention, Feb. 5-7, 1957. Sessions 
and exhibit at Milwaukee Auditor 
ium-Arena, hotel headquarters 
Schroeder Hotel, Milwaukee. H. A 
Lewis, Stevens Point. 


Bloodworm Ads Attract 
Sports Section Traffic 

A weekly ad offers bloodworms 
on the sports page of a county 
newspaper to pull traffic into a 
hardware store. 

The dealer SAYS, “Nobody makes 
money on bloodworms, but if you 
can get people into your store for 
this item, you will sell them hooks 
and some tackle most of the time. 

“People attracted by these ads 
get an opportunity to become ac- 
quainted with our fishing depart- 
ment lines. They usually buy 
other merchandise at the same 
time, some of it unrelated to fish- 
ing.” 
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EXTRA! LOWEST PRICE 
LP TORCH ON THE MARKET! 


$ The ‘Best Buy” Torch for your Customers 
$ Fastest turnover and Full Markup for You 

















NEW 


— Z “Lenk 


Model He. 295 


Shown Actual Size INSTANT STARTING 


B@liiagiad, i u Bahieaat) 
Torch 


“® 


THE ONLY THROW-AWAY FUEL CONTAINER 
AND SELF-SEALING SAFETY VALVE 
IN THIS PRICE CLASS. 


NATIONALLY ADVERTISED IN: 


MECHANIX POPULAR 
ILLUSTRATED MECHANICS 


MACGATINI 


Handyman 


preselling thousands of customers 
Te A a 


iy th Ti: THE Lenk MFG. COMPANY 


MAIN OFFICE AND PLANT: 
BOSTON 15, MASS. 
BRANCH PLANT: FRANKLIN, KY. 
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WHAT'S NEW 








®@ For more information on these products and services 
use free post card on page 77. 


(Continued from page 13) 








shelves in each. Two cabinets and 
two adjustable glass shelves each 
are provided in model 8-615. S-603 
has one large cabinet with 2 shelves 
extending the full width. 
Mfg. Co. 


Por more data circle No. 9 on postcard, p. 77 


Grote 


Two low cost hand mowers 


The Clemson Thriftee (illus- 
trated) hand mower has a 16 in. 
cutting width and lists for $19.95. 


~ 





The special lightweight Cub cuts a 
14 in. swath and sells for $17.95. 
Height adjustment of both mowers 
can be made without tools. Both 
have molded handle grips and baked 


yellow finish. Clemson Bros., Inc. 
Per more data circle No. 16 on postcard, p. 77 


Tubular glass casting rods 


Fishing enthusiasts will be cus- 
tomers for this revamped line of 


74 


casting Wonderrods for 1957. The 
tubular glass rods are designed 
with spin type guides and are 
suited for use either level wind 
or spinning reels. Model No. 
1I576XL (illustrated) is available 
in light action in either 6 or 6% 
ft lengths. It is finished in copper 
brown with black aluminum handle 
and extended winds and anodized 
aluminum ferrules. Lists at $17.95. 





Others in the line range from $14.95 
to $27.50. Shakespeare Co. 


For more data circle No. 11 on posteard, p. 77 


Restyled 1957 line of fans 


The Imperial Deluxe 20 in. fan 
is the leader of this company’s 1957 
window fan models. The improved 
unit is an electrically reversible 
thermostatically controlled, push 
button model which features a plas- 
tic diffuser-louver grille. Dual dif- 








fuser plastic louvers are featured 
on several other fans in the new 
line. The 1957 line also includes 
portable and fan mobile models. 
Berns Air King Corp. 


Per more data circle No. 12 on postcard, p. 77 


Modern styled door chime 


The modern 
chime has an 


door 


black 


styled Gem 


attractive 








wrought iron grille with two brass 
finish tubes. Sounds two notes for 
the front door and 1 note for the 
rear or side door, List price of the 
unit is $9.95. Size is 7‘ x 9% in. 
Rittenhouse Co. 


For more data circle No. 13 on postcard, p. 77 


All-purpose hand sprayer 

This handy all-purpose hand 
sprayer has an adjustable swivel 
nozzle that sprays from fog mist 





to a full stream up to 20 ft in any 
direction. All spray solutions can 
be used in the unit which sprays 
on both in and out strokes. The 
$4.95 sprayer features the Zamak 
cap and comes with a %-gal mason 


jar. Sprayers & Nozzles Sales. 
Fer more data circle Ne. 14 on postcard, p. 77 


Aluminum building corners 


A line of aluminum building cor- 
ners have been introduced by this 
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A 


4 
= 


a 


SCREW COMPANY 


STATESVILLE NORTH CAROLINA 





What does this Sign mean to you? 


Through continuous national advertis- 
ing and satisfied customers from coast 
to coast, Southern packs a triple 
meaning. Through this symbol, you 


‘Y 


ore sure of: 


+a Seay aa 


QUALITY Finest material, advanced production meth- 


ods top technical skill, rigid inspection keep 





Southern quality consistently high. 


ne ITY AVENE ee, 


ae el oy 


Yj 


» 


SERVICE Mile on mile of shelves arranged to expedite 
shipment. Orders filled as fast as received, 


teletyped, phoned, wired, or written. 


CONVENIENCE Widest range of types and sizes at Southern 
gives you a single source for all your fastener 
needs, plus the famous “Ex to Ce” quictk- 
identity label system! 


Write for color Label Chert, Bulk Stock List. 
Box 1360—, Statesville, N. C. 


wood screws « machine screws + A&B tapping screws + dowel screws 


wood & type U drive screws « stove bolts « roll thread carriage bolts + hanger bolts 
Warehouses: NEW YORK CHICAGO DALLAS LOS ANGELES 


Sold Throwgh Leading Wholesale Distributors 
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WHAT'S NEW 








company. These modern, rustproof 
building corners are packaged in 
eye-catching red, white and blue 
boxes, each containing 100 corners. 
Never Stain corners come in 123 





sizes for all popular thicknesses and 
widths of siding. Nichola Wire & 
Aluminum Co. 


Vor more data circle No. 15 on posteard, p. 77 


improved design paint brush 
Professionals and do-it-yourself 
ers will be customers for this paint 
brush with the rhomboid shape. 
The new design provides two sharp 
cutting edges for cutting, plus ex 
tra brush surface for flat applica 





tion. Brush is known as the Rom 
boy which refers to the shape ot 
the ferrule. Pitegoff Brother: 

Por more data circle No. 16 on posteard, p. 77 


Neoprene mesh matting 

Neotex neoprene rubber mesh 
matting is now available as a house- 
hold utility mat. These versatile 
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mats are for use in protecting the 
finish of appliances, drainboards 


and 80 on. Neotex mats are made 


up in a 13 x 16 in. size and are 
available in red and yellow. The 
shipping package can be converted 
into a colorful display unit. Re- 
search Products Corp 


For more data circle No. 17 on posteard, p. 77 


Floating water tank heater 
Livestock raisers will be cus- 


tomers for this floating electric 





drinking tank heater. The unit 
holds water temperature at 45 de- 
grees without waste of current. Six 
feet of 3-conductor cord with 3- 
prong plug and 2-prong adapter 
are furnished with the Lektrik- 
Heet which operates on 110-120 
volt a.c. only. H. D. Hudson Mfg. 
(0 


For more data circle Neo. 18 on posteard, p. 77 


Three tubing hanger fittings 
Installers of copper water tubing 
will be customers for these three 
fittings to simplify the job. Paine 
copper-plated hanger iron has holes 
spaced on ‘%-in. centers and takes 
¥4-in. bolts. It is available in 100 
ft and 10 ft coils in %-20 or %4-24 


gauge. The hanger iron is marked 


every 6 in. for measuring and has 
a 300 |b safe load. Paine 2-hole 
copper-tubing straps have no sharp 
edges and are available in seven 
sizes. Paine copper wired hooks 
have two nail sharp drive points 
for easy hammering and come in 
nine standard sizes. Paine Co. 


For more data circle No. 19 on postcard, p. 77 


Double coated clear tape 
This company has introduced a 
double coated tape without a pro- 





tective liner. Scotch brand double 
coated tape No, 665 features a spe 
cial property that prevents it from 
sticking to itself when wound on 
rolls. The linerless tape comes in 
36 yd roll lengths and in widths 
from '4 to 1 in. Other widths avail- 
able on special order. Minnesota 
Mining and Mfg. Co. 


Fer more data circle No. 26 on posteard, p. 77 


Small items storage cabinets 
The Twin line of hammertone 
grey steel cabinets has been added 
to this company’s line of Jiffy small 
items cabinets. The transparent 
plastic drawers are 4% x 5% x 1% 





in. and can be divided into three 
compartments with dividers fur- 
(Continued on page 80 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 









































FIRST CLASS 
PERMIT NO. 
(Sec. 4.9 PLR) 
New York NY 











BUSINESS REPLY CARD 


Ne postage secessory if melled in the United Stotes 
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Please use this P. O. Post Office Box 60 
Box Address for Quick Village Station 
Check Cards Only NEW YORK 14, N. Y. 
Postcard valid § weeks only. After thet use own letterhead fully Gescribing item wanted 11/22/56 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | hove circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


® Each issue brings you dozens of descriptions of new products, new dis- 
ploys, etc., in the “What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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UTE 


Postcard volid @ weens only. After that use own letterhead fully describing Item wanted 11/22/56 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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FOUR MAME 2. w ccccccveccccccecescccsecesesescecees WOUEN cocccccccccccccce 
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POSTAGE Witt BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Me 





Please use this P. © 
Box Address.for Quick 
Gta Cards Only 








new 


small size 


CARDOSELLS 


counter or wall 
fixtures featuring 
self-serve 


individually carded 
fix-up, paint-up tools 


THEY'LL DO A 
SELLING JOB 
ON YOUR 
CUSTOMERS 





Voannosrils 


paint scrapers 
No. C107 Fixture Assortment 


'4, dor CBA Combination S raper 
So ter 


Vo dor C85.1'/2 blade 


'» dor C83 2' ‘blode 

Red * b Scrapers 

Fetra f odes j aorer } . size, 
2 doren, 2'/2 site 

SALES LIST $39.75 
40% DEALER PROFIT 15.90 
cost 23.85 


YFLLOW FIXTURE FREE WITH 
THIS ASSORTMENT 

SIZE 18" « 22% 
TOTAL SHIPPING WOT. 12'4 LB 


take your pick, gentlemen 


HYDE heips you get more of 
those extra sales and profits 
in your store 





> . 
joint knives 
No. C1086 Fixture Assortment 


16 doz K5$ 10 dvy well joint 
2t.4° 


cement spreaders » dor. C 

c7t.5 C27E-4 joint knives of 
wall spreaders 

SALES LIST $43.76 
40% DEALER PROFIT 17.50 
cost 26.26 


GREEN FIXTURE FREE WiThH THIS 
ASSORTMENT.SIZE 18° « 22'/o 
TOTAL SHIPPING WGT 10'/7 LBS 





CARDOSTLLS 


. 
joint knives 
Neo. C1086 BH 

Fixture Assortment 
16 dor $10 Spreaders ‘Yo 
dot CBHE 4 Cert 5’. CBHE 
4 Brass HMammer Head dry wail 
porn? knives on go'd tone cards 


SALES LIST $49.16 
40% DEALER PROFIT 19.66 
cost 29.50 


BLACK AND GOLD FixcTURE FREE 
WiTtTH THIS ASSORTMENT 

SIZE 18° « 22° 
TOTAL SHIPPING WOT It! LAs 






CARDOSELLS 


> 
putty knives - scrapers 
Ne. C106 fixture Assortment 
VY dos. C2E-1'%", CI26.1% C27&.>", 
C2$-3'', C2#.4°, CIE-1% C3$.1%", 


C3E.3'',. Blue Diemend and Black 6 Silver 
Putty Knives ond Scrapers 


SALES LIST $52.20 
40% DEALER PROFIT 20.88 
cost 31.32 


GREY PUNCHBOARD FiZTURE FREE with 
THIS ASSORTMENT siz7t 10 a« 33 
TOTAL SHIPPING WOT. 164 185 





HYDE MANUFACTURING CO. 


souTHnenr 
MASS., WU, 
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| are just as 
| good as” 


| 


What ao mistake to make! 


All I said 
| was: “‘These | 


People who buy or specify... 
| who want the bes? putties and 


a 


caulking, glazing, and sealing : 
compounds... know it pays 
to depend on D-P. Stock or | 
| specify D-P as the case may 





be—it won't let you down. 


——_" 


Consult your wholesaler, or 
write us for catalogs. 


DP 


Se 


The Compltete Line 


CAULKING COMPOUNDS 
CARTRIDGES & GUNS 
} GLAZING COMPOUNDS 
SEALING COMPOUNDS 
| PUTTIES + MASTICS | 

} 


——— 
—— 


GLAZING STRIP 


7 


ROPE CAVULA 
Preferred by Millions | 





D-P preducts are nationally | 
advertised in family Handymen, 
Grit, Hemecraft, Home Croftemen, 
Meuse Beautiful s Building Men 
veal, Mechenia Ilivetroted, Pepyuler 
Mechenics, Popular Science, etc. 









inGaisT ON O-F 1667 


DICKS-PONTIUS 


THE DICKS-PONTIVUSE COMPANY 
5302 Hubervilie Ave, Deyten 3, Obie 
Alexandria, Vo. - Dalles, Tex. - Decotur, Ge. - Kenia, 0. 












mWHAT’S NEW 














(Continued from page 76) 
nished. Retail price for eight dou- 
ble drawers is $5.95, 12 drawers 
for $7.95, 16 for $10.95 (Cillus- 
trated), and 24 for $14.95. Higher 
in the west. Campro Sales Co. 

For more data circle No. 21 on posteard, p. 77 


Two piece garden tool set 


Gardening hobbyists will be cus- 
tomers for this heavy-duty set of 





garden tools. The trowel and férk 
have specially plated ferrules and 
steel blades. 
tarnish Set is wrapped 
in green and brown gift package 
listing for $1.80. Great Neck Saw 
Manufacturers, Inc. 


Blades are rust and 
resistant. 


For more data circle No. 22 on postcard, p. 77 


Non-rising hinge pin 


A non-rising hinge pin has been 
added to the Stanley line of regu- 


7 











® For more information on these products and services 
use free post card on page 77. 













lar weight, full-mortise hinges. Con- 
struction of the pin and top knuckle 
of hinge move 
freely but prevents it from rising 


allows the pin to 


after it is seated. Pin is easily 
removed by tapping it through a 
hole in the bottom of the hinge. 


Stanley Hardware, Div. of Stanley 
Works. 


Fer more data circle No. 23 on postcard, p. 77 


Lawn sprinkler dial unit 

Melnor’s Spray rec- 
tangular oscillating lawn 
sprinklers are now equipped with 
the Aqua-Dial. With this unit, the 
spray can be adjusted to cover a 


Swingin’ 


“area 


full area, a partial area, and the 
left or The dial 
will be found on Spray 
models, No. 550, retailing at $8.95: 


right side only. 
Swingin’ 
























































No. 700, retailing at $10.95; and 
No. 1000 which retails for $13.95. 
Melnor Industries, Inc. 


For more data circle No. 24 on postcard, p. 77 


improved woodworkers vises 


Wilton woodworker’s vises have 
been redesigned to replace the con- 
ventional mounting with 
mounting slots. A safety ledge has 
been cast at the back edge of each 
slot to prevent accidental dropping 
if mounting should work 
loose. These features also simplify 

(Continued on page 84) 


holes 


screws 
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DESIGN, 
FROM THE INSIDE OUT, KEEPS 


FIRST IN SALES 


What skyrocketed LAWN-BOY to first place in 
power-mower sales? Many engineering tea 
tures, that all add up to a smooth, level-cut 
lawn. Even though the imitators are building 
mowers to look like LAWN-Boy, they just can't 
build one to cult like LAWN-BOY and you 
know it's the cut that counts on your cus 


tomers lawns 


Pee ® 


rELL YOUR CUSTOMERS the serisational story 
Ol LAWN-BOY know-why cle sign to illustrate 
the smooth, level cut of LAWN-BoY lawns 
Show them the simple efthaient 2-cycle LAWN 


— 


Boy engine that delivers 5200 rpm for tast, 


Pres 


ne rr  eeeeeenearechaseme.2oacnanataneenadl 
T. we Mace mi ‘ a 


easy grass-cutting; show them the Activated 


been 


Pilot Wheel on the new LAWN-BOY Auto 


mower and Deluxe models, that brings them 
an ever moother cut than evet before 

Your LAWN-BOY distributor-salestaan can 
supply you with all the facts ibout the 
“know - why engineering that makes LAWN 
Boy cut best lie li show you too how you can & 
keep LAWN-BOYS 5% ling around the calendar 


Call now and order enough early enough! 


The WHY of LAWN-BOY engine superiority 


AWN-BO Yy Designed bY LAWN- BOY only for LAWH-ROY thie isc one of the “know -why 


engineering features of LAWN Bov that can't be copied. Every 


delivers power to cut grass bette 


| AWN BOY ; Lamar, Mo * Division of Outhoard engine was conceived with &@ minimum of tm ng part 


Marine Corporation, makers of Johnson and and hot- spark magneto also help make the LAWN BOY eng 
Fvinrude Outboard Motors. in all mowerdom. No lubrication problems, eitix 
In Canada: LAWN-BOY, Peterborough, Ontario No doubt about it-the LAWN BOY 2-Ccyck 


mul faster. Simp dependabi« 


} im no 6cherhing 


engine cant be Deal on the 


on the showroom flaaor! 


The NEW IDEAS are LAWN-BOY IDEAS 
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GLAZING SASH—Recessing the window area of a emailer 
store provides standing room off a busy sidewalk and encourages 
closer examination of the merchandise in the windows. 





Comme Oe , 
METAL MOULDINGS AND FACINGS—Picture framing the ENTRANCES A trim, attractive Kawneer entrance invites cus- 
whole tront with long-lasting, colorful porcelain enameled tomers. it can be doubly effective with push and pull bars on the 
Kawneer Zourite makes a dominant visual unit. door illustrating your name or business. 


Kawneer manufactures practically all the aluminum products used 

in a store front-—the glazing assemblies, entrances, doors, canopies, 
facing materials, sign backings, trim and bulkheads, showcase 

doors and special products. Each Kawneer product has been 
designed to play an integral part in making the modern 

store front a powerful selling force. Hach blends perfectly with 

the other to contribute architectural harmony of 

appearance. With the versatility of Kawneer 

wT ANNIVERS ap materials, you can have an appealing, sales- 
Y building, new front in any price range, for 

any type of store, old or new, 





'9@o06-1966 . 


THE KAWNEER COMPANY CONSISTS OF A NATIONWIDE NETWORK OF STRATEGICALLY LOCATED SALES ENGINEERING OFFICES, FACTORIES AND WAREHOUSES: 
EXECUTIVE OFFICES — Niles, Mich FACTORIES — Berkeley, Cal, Lexington, Ky. Niles, Mich. Toronto, Ont 
WAREHOUSES Atianta, Ga, Brooklyn, N. Y., Cambridge, Mass.. Chicago, il! Dallas, Tex, Los Angeles, Cal 


SALES ENGINEERING OFFICES Chicago. tii Dalias, tex Kansas City,Mo. Minneapolis, Mian. Philadeiphia, Pa. Pittsburgh. Pa Sacramento,Cal. Toronto, Ont 
Albany, 4.Y. Gerkeley Cal Guffalo, N.Y Cincinnati, 0 Denver, Colo. LosAngeles, Cal. New York, N.Y Phoens, Ariz Richmond, Va. St. Lows, Mo Havana. Cubs 
Atlanta, Ga Brookiya, N.Y. Cambridge, Mass. Cleveland, 0. Detroit, Mich. Memphis, Tenn. Oakland, Cal. Portiand, Ore Seattle, Wash. Wichita, Kan 
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A POWERFUL 
NEW SELLING FORCE 
FOR YOUR BUSINESS...A 


AAWNEER 


STORE FRONT 
(pays for itself) 





An attractive store front increases sales 
because it builds store traffic. It can be a 
24-hour salesman for you. It will be responsible 
for a major portion of your advertising 
effectiveness. A handsome Kawneer Store Front 
has a quality eye-appeal that w.ll give people 
confidence in you. They like to shop 

in prosperous, successful appearing 
establishments. ‘Therefore, a new store front 

is one of the soundest, self-liquidatin * 
investments you can make. Kawneer can cite 
case after case of merchants who have 
modernized and reported sales increases of 

10%, to 25% and many times more. Profit from 
the increase in business helps to pay for the 
new front. Investigate now the profit 
opportunities a new Kawneer Store Front can 
bring you. Send the coupon or write for 

the complete 16-page book, ‘‘How to 
Modernize Your Store Front.”’ 








Kawneer Company 
Deot. HA 


Send this coupon Niles, Michigan 


Please send me a copy of your new book, “How to 


now for your free copy of the 
a y Py Modernize Your Store Front." 


new Kawneer 16-page book, 





“How to Modernize Your Store Front.”’ NAME 

rrrce 
This new book, profusely illustrated with examples, describes in stone e 
detail what can be done to modernize various types of stores from STREET fe 
the narrow, middie-of-the-biock store to the large three and four exty ain ania 


story store. A step-by-step ‘‘how-to-go-about-it"’ procedure is 
aiso inciuded 


eeeeneee 
; 
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New Supplex 
Mark of Quality 


Brilliant yellow viny! sleeves pro- 
vide a permanent ‘Mark of Qual. 
ity’’ and prevent reduced water- 
flow at couplings on Supplex 
Tire-Cord Reinforced Garden 
Hose. it won't burst 


For full details, see our one page ad 
on page 46 of the November 6 issue 
of Hardware Age. 








with this TRANSPARENT 





@ EYE- APPEALING 

© BUY-APPEALING 

® PREPRICED 2 FOR 15 
Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is oa 
proven, “sure-fire” traffic stopper. 
































WHAT'S NEW 








® For more information 
on these products and 
services use free post 
card on page 77. 


ee 


(Continued from page 80) 





installation procedures and are now 
on all 16 continuous and rapid act- 
ing models. Wilton Tool Mfgq. Co., 
Ine. 


Por more data circle Ne. 25 on posteard, p. 77 


18-in. reel power mower 

This budget priced mower is an 
18-in. ree] type power mower and 
has been designated the J Special. 
The mower is finished in matador 
A 1.1 hp 
4-cycle engine with a rope starter 


red and shoreline beige. 


- 
3 
5 





powers this newest addition to the 
company’s line. Johnston 
Mower Corp. 


Fer more data circle No. 26 on postcard, p. 77 


Lawn 


Do-it-yourself sling chains 
Wedglok connecting links per- 

mit a sling chain user to assemble 

his own sling chain from running 





lengths of chain, or to repair slings 
in the field without special equip- 
ment. These connecting links are 
available with all Cam-Alloy chain. 
A sling selector guide is offered, on 
request, which shows working load 
limits for Cam-Alloy chain. The 
opposite the correct 
classification of Wedglok for every 
type of assembly. 
Co. 


For more data circle No. 27 on posteard, p. 77 


side shows 


Campbell Chain 


Redesigned safety snap line 
Fishing enthusiasts will be cus- 


tomers for this redesigned stain- 


Ji 
h 


L 


less steel safety snap line which has 
a new interlock feature in all sizes. 
The can’t pull under 
strains or pressures and serves to 
keep the shield in place. A rounded 
loop permits proper action of lures 
with no binding. Art Wire 
Stamping Co. 





wire out 


and 


Por more data circle No. 28 on postcard, p. 77 


Power drill extension 


Little Beaver drill extension, No. 
600 series, offers a design that per- 
mits changing the flexible drill ex- 
tension to a rigid extension without 
shutting off the power. Changeover 
from rigid to flexible is done by 
sliding locking sleeve into position. 
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SEE HOW THEY SELL! 


... THE DRAMATICALLY RESTYLED UNIVERSAL LIne 
SPRAYERS, DUSTERS AND ALLIED PRODUCTS FOR HOME AND COMMERCIAL USE 


} , 











| Funnel-top 
compressed 
air sprayers 

5 models songs spray guns 











You'll make more sales for more 
profit in ‘57 with UNIVERSAL. 
There's a superior product for 
every customer need in this com- 
plete line. Write for colorful, free 


Universal catalog and informa- 





tion on jobber opportunities. 














Pump gun sprayers 
2 models 

















Planters 
7 models 

















A DYNAMICALLY NEW LINE FROM ULTRA-MODERN PRODUCTION FACILITIES 
; _ a 


, i 


~ 


RE creme 









a RE 


ow mee 
~~. 
~ ree 


-— oF 
ae 


Striking new office structure adjocent to expanded production : fi 


facilities, symbolizes Universal's continveys progress 


UNIVERSAL METAL PRODUCTS CO. ioc ee 





’ 
© Boon Street Saranac, Michigan, 
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JONES & LAUGHLIN INTRODUCES 


ae 


| JAL 


JALZINC is Jones & Laughlin’s 
new trade name for its high quality 
zine coated steel sheet and coiled 
product, JALZINC answers your 
toughest forming, rolling and 
drawing problems. 

Produced by the proven Send- 
zimir process, JALZINC hasa tight, 
uniform coating that resists crack- 
ing and flaking. The high lustre 
finish greatly improves the ap- 
pearance of your end product. 
JALZINC is available in a wide 
range of gages and widths in both 
cut lengths and coils. 

Users are enthusiastic about 
JALZINC’S uniform ductility, flat- 
ness and surface finish. Write to- 
day for complete details. 


Ome mmr eter re ee 


| 
| Jones & Laughlin Stee! Corporation 
| Dept. 510, 3 Gateway Center | 
| Pittsburgh 30, Pa 
| Please send literature on JALZINC | 
Please have JAL representative call 
| 
| Name 
i 
Position 
| 
| Company 
| | 
| Address : 
| 

City... Zone 
ae 
7 
| 

















Jones & Laughlin 


STEEL CORPORATION: PITTSBURGH 
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WHAT'S NEW 








® For more information on these products and services 
use free post card on page 77. 














Unit adds 10 in. to drills and ace- 
commodates over 52 drill sizes with 
chucks available in numerical sizes 
from No. 52 to No. 10 and frac- 
tional sizes from 1/16 to 3/16 in. 
in 64ths. Beaver Tool Co. 


For more data circle No. 29 on posteard, p 


el 
i’ 


Low priced power mower 
Here is a competitively priced 18 


in. rotary power mower. The 





Model 50 Rotary is powered by a 
1.8 hp Jacobsen Hi-Torque engine 
with rope starter. Features in- 
clude a 2-blade suction lift rotor, 
positive height adjustment, 2-tone 
color styling and leaf mulcher. 
Jacobsen Mfg. Co. 


For more data circle Ne. 360 on postcard, p. 77 


Carbide masonry drills 
Here is a complete line of spiral 
fluted carbide masonry drills, in- 


cluding four handy roll-up kits 
holding standard and F type drills 
3/16 to *%4 in. In addition, individ- 
ually packaged drills ranging from 
's to 1™% in. are available in the 
line. Star Rotrtwist drills come in 
extra long 12 and 18 in. lengths as 





well as regular lengths and are use- 
able with any standard %4 or ‘% in. 
electric drill. Star Expansion. 


w04 


For more data circle No. 31 on posteard, p. 77 


Home burglar and fire alarm 


and 
dwellers will be customers for this 


Homeowners apartment 
combination burglar and fire alarm. 
The unit will protect any window 
or door or a combination of both. 
A built-in thermostat sets off the 
alarm in case of fire. An on-off 





switch permits disconnecting unit 
at any time. Retails for $9.95. 
Alarmeo, Ine. 

For more data circle No. 32 on posteard, vo 


(Continued on page 90) 
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GRIES REPRODUCER CORP. 


4 
if 


bigger profits! 


faster turnover! 


WING NUTS 


CAP NUTS 


die cast of 
zinc alloy 


for highest quality 
at lowest cost! 















IN BULK, 
BOXED and 
attractive 
counter 
display 
assortments 





ING 
UTS 






: 


a 
“ A 







Lo : . 
wi 
 - & é 
“\ afer EF iy 
: Bye Nia 
ALG 


Your customers 
want quality plus econ 
omy! You want fast turnover plus 
profits! Gries die cast zinc alloy 
wing nuts and cap nuts are the 
answer. Non-lerrous, rustprool, cor 
rosion-resisiant, with clean threads 
and attractive bright finish. Their low 
cost to you means extra profits! 


Write today for samples, prices 
and catalog sheets. 


World's Feremost 
Producer of 
Small Die Castings 





i. 





161 Beechwood Ave... New Rochelle. MN. Y 
Telephone: NEw Rochelle 3-44660 
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the newest _ 
Dutch Boy 


profit-maker... 
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NALPLEX—NEW ACRYLIC LATEX 


FLAT WALL FINISH .. . already 
for “Dutch Boy”’ 


What’s the BUy-WorD in latex wall paints? 
Today, it’s ACRYLIC latex! finishes. No perceptible sheen! 





























As an acrylic, Nalplex assures TRUE flat 


As an acrylic, Nalplex colors are the clean- 


And in new Nalplex, the latest thing in latex | 
est, clearest ever seen in latex paints. 


paints, “Dutch Boy” dealers are the first to 


get this magical, money-making BUY-WoORD. With no extra inventory, “Dutch Boy” 
dealers have companion colors in Satin 
Already increasing sales and profits Finish Enamel — the Color Gallery semi- 


fer dealers from coast te coast! gioss for woodwork and trim. Another 
big plus for both customers and dealers! 
A paint dealer just can’t miss with this revo- 


More than that, new Nalplex gives people 
lutionary, new latex wall finish. 


everything trey want in a latex paint: Easy 


As an acrylic, Nalplex has amazing hiding to apply. No odor. No lapmarks. Easy soap- 
power. That’s why it’s called the one-stroke, and-water clean-up. Quick drying —1 to 2 
one-coat wonder paint. hours. Washable. 
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Advertised in LOOK, 
POST, BETTER HOMES & GARDENS 


You probably saw the sensational 6-page ad 
in LooK that introduced Mr. and Mrs. Amer- 
ica to new Nalplex, and told them where to 
get it. This ad had a Nalplex color card bound 
in — a “Dutch Boy” first that’s helped make 
Nalplex a “smash hit” right from the start. 

“Dutch Boy” Nalplex advertising is being 
continued throughout 1956. Dominant full- 
color ads in Look, Post, BETTER HoMEs & 
GARDENS. Backed up by powerful cooperative 
newspaper and radio advertising, heavy direct 
mail, new and different point of sale material. 
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making money 
dealers everywhere! 








New 
py! C 
AY xe 


To dealers everywhere: Exciting new Nalplex is 
only one of the “Dutch Boy” dealer’s big-demand, 
big-selling 1956 profit-makers. 






Made by the makers of ‘‘Dutch Boy"’ Paints 


NATIONAL LEAD COMPANY 


General Offices: 111 Broadway, New York 6, HM. ¥- 




















AND HERE’S WHY! 
* MAGIC LOCK 

* TRIGGER ACTION 

* CHROME PLATED FINISH 
¢ 100% RUST PROOF 
© LIFETIME GUARANTEE 


9K PATENT PENDING 








FOR LIPETIOAL SATISFACTION AT SOMERSET PA 


MATT mC 


he BL 





Se re | 


WHAT'S NEW 





Continued from page 87) 
Electric table food warmers 


Housewives will be interested in 
these electric table food warmers 





with a Colonial design. The 3- 
legged trivets come in three de- 
signs, weathercock, sunburst, and 
captive heart. All have a porcelain 
enamel heating plate colorfully dec- 
orated. Retail price is $3.98. Linda 
vap, Ine, 

For mere data circle Neo. 33 on posteard, p. 


ae 
sf 


1957 power lawn units 


Four additional components for 
the Toro Power Handle and three 





new independent grass cutting 
units have been introduced to this 
company’s 1957 power mower line. 
Components include a 25 in. self- 
propelled Homelawn front cutter 
retailing at $69.95, a 22 in. rotary 
at $109.95, a 20 in. reel at $69.95. 
and an aerator (illustrated) at 
$99.50. 
27 in. riding mower, the Pony, 
which sells for $429.50, the Whirl- 


independent units are a 


Trim 18 in. rotary mower at 
$69.95, and a 6-blade, 20 in. Sport- 
lawn reel mower at $139.95. Toro 
Mfg. Corp. 


For more data circle No. 34 on postcard, p. 77 


Rose colored kitchen tools 
Color conscious homemakers will 
be customers for this 7 piece Living 
cose kitchen set which is packed in 
a colorful box. All of the kitchen 
tools in the set are stainless stee] 
with Melmaec handles. Retails for 








iO 


$12.95. Rose colored handles are 
also available for open stock pieces 
in Ace tool line. Ace Products Co. 


-- 


For more data circle No. 35 on posteard, p. 77 


All plastic headed broom 
Housewives will be interested in 
this broom with the Plastifoam 
sweeping head. The Merry Broom 
is extremely versatile, is light- 
weight and easily cleaned. Broom 
head comes in sea green, charcoal, 
yellow and pink with matching 


plastic holder heads. Wooden 
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handles are topped by a plastic 
cap of matching color. Lists at 
$2.29. Corcoran Mia. Co. 


For more data circle Ne. 36 on postcard, p. 77 
Electric ice cream freezer 


Folks who like to think of the 
good old days will be customers for 





this home electric ice cream freezer. 
The unit is constructed on a white 
cedar, wooden pail with an extra 
tall cream can. Freezer is yellow 
and black and comes with a black, 
vellow and point-of-sale 
label. Retail price of 4 qt size is 
$31.50, 6 qt size is $34.75. Rich- 


mond Cedar Works Mfg. Corp. 


orange 


For more data circle Neo. 37 on posteard, p. 77 
Riding 25-in. rotary mower 


A 25 in. riding rotary mower is 
being introduced with this com- 





pany's 1957 line of mowers. A main 
feature of the unit is foot pedal 
control of the cutting height with 
out stopping the mower 
height 
Mower assembly is removable, pro- 
viding a tractor to tow dump cart 
model 124B, and a lawn roller 140B 


[I’nit ean also carry a snow blade 


on the front. Midland Co 
Por more data circle No. 18 on postcard, p. 


Resume reading on page 13) 
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Cutting 
ranges from ™% to 4 in. 


ed 
af 





ARROS 


EXPANDER 





Hammerless 









setting 
tool 


. 


For easy, secure installation of 

small ond medium ‘ive at? Mallia’ . 
Screw Anchors in tile concrete 

SM el i | 


of masonry 


nstalling 


onchers in betfomiess holes, 


e The idea! tool fey: 
™ ; holes with fragile bottoms, 
and where ordinary tet 
ting tools cannet be. 


veed. 


Sate anchor instaila- 
tien in hele with 
fragile bottom 


Ancher installed in 
nermal depth hele. 
Note all anchors are 
at same de 





Secure anchor instalia- 
tion in bettemless hole 


See your industrial, hardware or electrical supplier 
ARRO EXPANSION BOLT COMPANY 


1600 Boone Ave., Marion, Ohio 
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DALTON *; AGAIN... 


with @ SENSATIONAL, NEW, LOW-PRICED | 


All-Purpose Cutting Tool that will Take 
Your Hobby and Homeowner Trade by Storm! 
T'S THE NEW MODEL D-600 


DALTON 


Grip -Switch 
Handle—and 
Featuring « 
New, Unique 
SQUARE 
RECIPROCAT. 
ING SHAFT 


With thie revo 
intionary im- 
provement, 
preseure te 
Gietributed evenly over 

two eurfaces of the 
Square Reciprocating 

Shaft as Baw ta fed 

into material being cut—-—pre 
venting blade from twieting 
giving you a clean, true cut 


Has Other Exclusive Features to 
Help You Sell More Sales 


It sawe circles, etraight lines 
intricate designe in wowl, plae 
ties, metals, composition 
hoards, et¢. Grip twitch han 
die provides COOLER han 





pO IO PF 








Retail 


$29.95 


Complete with 
3 Different 
Biades and 

Allen Wrench 


rane JG SAW 





4iing, better control, Special built-in motor insures | 


fast feeding speede—no jumping 
(iilite hearings are locked in place 
tor enable and adapter for safety 
starting hele for inside cute 


or ehattering 
Has 3-conduc- 

Makes own 
Air etream blows 


sawduet off guide line l[Aght weight. well bal 
anced Raw ie mounted on an angle. pitching 
biade slightly forward and resulting in faster 
easier. truer eita 


Another New Item from DALTON 
with BIG Profit Potential for You! 


New DALTON wecanicar 
SAWHORSE __ 
LEGS og 


Made in Two 













and Farm Uses. 





Bturdy, All Steel Retail 
Conatruction with 24" High 

Wide Baddies 9g 

for Holding Legs. Pr. $4.90 
(rosebar Becure - 

ly. Crossbar can Y High $5.80 
he Any 2” Loum ogs. V7. 


berm in Any Length! 
These Features Make Selling Quick G Easy: 
Fully Mechanical 

screws, Gafe~can't 
Sturdy, Quatity HKullt 


requires no naile bolita or 
alip wiggie or fall apart 
made of heavy gauge steel 
fabricated for etrength, gray enamel finish Con 
venient, Portable has self locking braces-—assem 
bie sawhorse on the job. fold in a flash for storage 
or carrying. Use for ping pong, train and banquet 
tabies, piatforms, carpenter's horse, barricades 
ete. Will safely withetand « load of 1500 Ibe 


SPEE-DEE 
Sawhorse Brackets 


with the Exclusive 

Flanged Nail Holes 

“> for Quick, Easy 
w De Disassembling. 
~./ Takes Dressed 
“or Common 2 

x 4 Lumber 









| Produces «a sturdy 
sy eawhoree that won't 
fall apart when 


lifted by reil! Mmplove nails to ee 
eure assembly. Made of heavy cauge 
steel, ruet reeleting finish t' oe 
for ving pong. train, dieplay tables 
carpenter's horse, ete. Diemantiec for 
carrying or storage. In display vkhe 


Your Jobber Stocks, or Can Get for You! 


DALTON MFG. CO. S°uSst's" Az" 


St. Louis 5, Me. 
92 


Pr. $1.79 


Slightly 
Higher on 








TO HELP YOU SELL 








® For more information on these products and services 
use free post card on page 77. 


(Continued from page 13) 





decorating kit. Three 6-0z aerosol 
containers are packed in a carry- 
home display carton which retails 
for $2.79. Colors are touch-up 
white, silver, and bright gold. Snow 
effects and silver and gold decora- 
tions can be produced with this kit. 
Krylon, Ine. 

For more data circle No. 39 on posteard, p. 77 


Garden goods window display 


Shoppers will be attracted by 
this window or in-store display 
unit which provides a complete 


garden supplies department in addi- 
tion to garden hose and sprinklers. 
Display will be lettered with any 
store’s name. Obtainable with 8 
Ad-Dollars, supplied in each carton 
of Supplex merchandise, or with $8 





cash or a combination of both. The 
5 x 7 ft display consists of 22 pieces 
and can be used as a central! unit 
for mass display or in sections for 
display in various locations. 
plex Co. 


Sup- 


For more data circle Neo. 46 on postcard, p. 77 


Door lock demonstrator 


This sliding door lock demon- 
strator will arouse the interest of 
shoppers who have sliding doors in 
their homes, and builders who in- 
stall this type of No. 1058 
demonstrator consists of wood 
blocks by-passing 


door. 


representing 





the lock and strike 
and a colorful display 
ecard. A key is attached to permit 
operation of the lock. John Sterling 
Corp. 


with 
attached, 


doors 
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Gift-packed brush offer 


This Christmas gift offer is de- 
signed as a goodwill builder for 
dealers who wish to give a gift 
to special customers during the 
Christmas season. The gift is a 
high-quality bristle and Oxhair 
Linzer brush personalized with the 
dealer’s name or trade irmprint on 
the handle, and packed in a holiday 
container. A special 13 brushes for 
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imvest 25c | 





@ Tested Pease rove aes more walk-in 


traffic, more 


@10 Basic Reasons why Do-It- 
Yourself Flourishes. 


@10 Automatic Gains for the Re- 
tailer who follows this plan, 


ovee to Plan Store Layout to 
Meet Shopping Habits of Your 
Customers. 
@To Sell it Display it: All About 
Displays 


@ Personality in Selling 
@ Direct Malt Rules 


Ki 
American is ach type of atom bd 
plained for each type store- 
promotion. 


7 





Earn 71000 








ew Book on Merchandising, Selling and 
Advertising tells you how... Written in Plain 


How-To Style by Experts! Send for it now! 


Kenneth Kramer, Managing Editor of BUSINESS WEEK, describes 
this new book as “. . . a kind of post-graduate course in selling, keyed 
to the times, for today’s modern merchant.”’ 


It shows and tells you how to use American rental sanders as a means of 


earning ONE THOUSAND EXTRA DOLLARS of net profit yearly. 


Also —in this unique 48-page sales promotion tool experts show you how 
to use store layout window displays, store interiors, personal selling 
direct mail, telephone directory, store magazines, newspaper, radio and 
TV advertising to sell more of everything in your store! 


It’s something new and inspirational for every retailer and wholesaler . 
a new insight on do-it-yourself and how to sell! Send for this down- to- 
earth practical book today! Available only from American! 


PROFIT PROVED 
DO-IT. YOURSELF RENTAL TOOLS 
WORLD-WIDE SALES AND SERVICE 


The American Floor Surfacing Machine Ca. 
522 So. &. Clelr &., Toledo 3, Obie 





. +» All this and more, a ve 
quick easy guide to profit for 
the busy shirt-sleeve retailer! 


MERICAN 


FLOOR SURFACING MACHINE CO. 
STABLE 


Enclosed is 25¢. Please send me your new 48-page ive. 
trated book entitied “A Tested Retailing Plen for Making 
$1,000 Extra Met Proft Year After Yeort’ 


Name. 


‘ee ereevnveeeeeeeeaeeeeeeeeeeeeeeeeeeve 


$ a) ft D ..o @.2 


‘reese eweeeeeeeeeeeeevreeeeeeeeeeeeeeeereeeeer eee 
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Toledo 3, Ohio 
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cover carrying the holiday message shop. The combination chart has 


TO HELP YOU SELL 








may be slipped off the box which space for dealer imprint and can 
then can be used for gift merchan- be used as an envelope stuffer. 
dising the year around. Baldwin Hyde Mfa. Co. 

Mfg. Corp. For more data circle No. 44 on postcard, p. 77 


= 
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Folding door sales displays 

Dual purpose pin-up chart Customers will be attracted by 

More than 100 Hyde fix-up and any one of these full-size and port- 
paint-up tools are shown and de- 
scribed on this catalog style pin-up 
chart which measures 12 x 22 in 
A sectional view is shown here. 
The reverse side features a series 
of line drawings showing tool uses 
and is intended for the home work- 


eol chart 





Od eh OD OEE Py eS 
the price of 12 holiday offer is avail. post BR AS aR 
able in the entire bristle and oxhair paint serapers lincloum knives wollpaper 
line. David Linzer & Sona, Inc ponchos — 


eee wh me 
ry me ee te ee ~~ 
om te * o 
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able folding door sales displays. 


—— hall: The full-size unit is a working in- 

Door knocker gift package A oe tar —" stallation of two Full-Vu folding 
This company's line of forged Stoel ee — . doors, mounted in a hardwood 
brass door knockers is being pack- ee a _— frame. The right hand door is fin- 
aged in duo-pack gift boxes. A a RP...  -- ished in beige prime coat and the 





57% MORE Spray Enamel 


ATL.NO ADDITIONAL COST 




















..» your customers want value .. . quality at a price! Give it to 


them with Krylon! Stock, display, sell Krylon-—order today .. . 
sells itself on sight, and ... a most profitable “repeat sales” 
item, too! 


® guaranteed non-clogging valve 
® good to the very lost spray 
® nationally advertised—publicized 


© featured by leading stores—coast to coast 










Modern Wrought Iron s, 
DISPLAY RACK 


. with the purchase of 716-24 
assortment Krylon Spray Products 
plus 12 giant cans of dealer 
choice. (Rack by itself worth 
$15.00) . . . super silent sales : 
man that will go to work for 
you at once. ve 


‘m. 
ORDER FROM YOUR JOBBER OR WRITE [7 ~~ 


Krylon, Inc., Norristown, Pa. 


sow 35 monet a 
vray Enamel ~~ 
ap? 


- es ee « . 
pol eo 
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KRYLON-—THE BRAND WITH DEMAND: COAST TO COAST 
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AGAIN PRESENTS THE FINEST IN 


POWER LAWN 
MOWERS 








Ask about the NEW 
DEALER 
DEMONSTRATOR 
PROGRAM 


21” Self-propelled 


BEST KNOWN NAME 
IN POWER LAWN 
MOWERS 
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UNIVERSAL WORKSHOP TO HELP YOU SELL 


| New Displays and Other 
Athol Strength Where Strength Is Needed | Dealer Sales Helps 





STATIONARY JAW, SWIVEL BASE 


left hand door is done in birch 
grain. Openings show the operation 
of pivots and guides. Size of doors 
is 3 ft x 6 ft 8 in. Portable display 
(illustrated) is a miniature version 
of the full unit. The lightweight 
display has a chrome carrying han- 
die. Door size is 18 x 23% in. Leigh 
Building Products Div. Air Control 


Products, Ine. 





79 
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_ Three-tier cake pan package 
Shoppers will be attracted by 

this 4-color polyethylene package 

containing a 3-tier cake pan set. 





The best for home workshop or garage. Unmatched fea- 
tures. Full 12” bearing on sides and screw. Anvil sur- | 
face. Solid stee! slides. Athol buttress thread. Swivel- An 8, 10 and 12 in. pan make up 
wrench locking. Full 360 degree swivel base. Solid-screw 
back-thrust collar. Tapered no-pinch handle. Solid-screw 
pipe grips. Replaceable steel serrated jaws. 


ATHOL MACHINE & FOUNDRY COMPANY 


ATHOL, MASS. 


Ne 








Bricklayer - Mason Tools | 
By FREDERICK | 


eee, JOINTER $1.00 


SLED 
_ RUNNER $2.06 
TUCK 


POINTERS $ 80 











Deaciers-Less 40% mie’ 
| THE FREDERICK MFG. Co the set. All pans are 2 in. deep. 
ELKHART, IND. Retail price is $1.29, higher in 








Weat. Mason Can Co. 
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"“FOLD-A-WAY" 
Shopping Carts 


Power tool display package 





3 Models—Plated. Hobbyists and professionals will 
Shipped completely | be drawn to the Route-Jig display 

assembled. | by the animation and illustration 
Write for prices. | built into it. The point-of-sale unit 


CIRCLE METAL MFG. CO. 


4268 Pacific Way, Les Angeles 23, Call. 








FOO OS OO OS22 2888888486888 80884 





' 
’ 
’ 
’ 
' 
Mere s every toy and hobby ; 
bit you need for setting up a g 

successful toy depertment Educetione! pre 5 
school items woodworking end woodburning 6 
bits, metal tapping, work benches ond boting * 
toble:, hard tool sets PLUS esclusive Disney 5 
land and Mickey Mowe Club creetions Write : 
lor your copy tedey ‘ 
AMERICAN TOY & FURNITURE COMPANY ¢ 
6130 W. Clerk S¢ Ciicege 26, Hilinois # 
’ 
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provides a silent salesman and 
demonstrator in one package. Por- 
ter-Cable Machine Co.. Ince. 


For more data circle No. 47 on postcard, p. 77 


Carry out roller carton 


Fabric X and Woostron lines of 
Wooster paint rollers are now avail- 
able in this carry out roller carton. 
The equipped with a 
handle that permits effective hang- 
ing or bin 


package is 


display. in- 


Package 





cludes an Ejectomatic frame, paint 
tray and roller 
Brush Co. 


For more data circle No. 48 on postcard, p. 77 


cover. W ooater 


oe 


Special flashlight package 
This special promotion package 
5LP 


eartons of 


consists of two 





Sportsman D size flashlight bat- 
teries, 24 each, a display card with 
six S22F two cell sportsman flash- 
lights (illustrated) and, included 
a counter card with six MS22 


Miniature 


free, 
Sportsman 
Ray-O-Vae Co. 


flashlights 


For more data circle Ne. 49 on postcard, p. 77 


Homemaker's decorating guide 
Here is a decorating book that is 


being made available to Martin- 


Senour paint dealers. The home- 
maker’s decorating guide is called 
“Unlock the Door to a New World 
of Color” and is an item that every 
color conscious housewife will find 
interesting. The 20-page guide is 
priced by hardware dealers to cus- 
tomers at 25c. 


For more data circle No. 56 on postcard, p. T7 


Ma rtin-Senour Coa. 


Dust mop refill packaging 


O-Cedar dust mop refills are now 
packaged in display cartons having 
cellophane windows. The colors of 
the mop pads, offered in pink, blue, 
white, and yellow, are 


turquoise 








AS GOOD AS THEY LOOK 





Cutter Mattock 


No. | 


WARWOOD WORKMANSHIP 






MAKES THE DIFFERENCE 


Ratwad or Hay 
Pick No. 30 


Yes, not only are 
Warwood Tools attractive and 
well finished, but they are prop- 
erly designed to do the job, 
durable and long wearing. 
When you cell Warwood Tools 
... you sall the finest of 
forged tools. 


TOOLS FOR 


GENERAL CONSTRUCTION 


4 WO 
AGRICULTURE AND GARDENING / aa °° 


MINING AND INDUSTRY 


SINCE 1854 


RAILROAD TRACK MAINTENANCE 3 hae 


WARWOOD TOOL COMPANY - OCLITIIZEY West Vinginia 
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Yes sir... 
purchase display is really helping to build 
sales for the new “Red” Russell line of 
putty knives and scrapers. The display 
is included free with the R-100 assortment 


WEVER -SEEN-BEFORE “RED” RUSSELL FEATURES 


roe 


Nees 
op bee THIS 
eam DISPLAY STAND 
dee, REALLY SELLS 
BUILDS SALES 
and 
PROFITS FOR YOU 


"RED wusseu 


SEZ — 








. this new, attractive point-of- 


. . takes only one foot of counter space. 


LOOK AT THESE REVOLUTIONARY 





e Cushioned-plastic handle tip 

e “In the groove” thumb guide 

e Tough plastic handles, tough tool 
steel blade 

e Hollow rivet for easy hanging 

e Popular sizes and shapes | 

e Priced to sell! | 








HERE'S THE DEAL! 


46 pieces in one foot of counter space 
NO, R-100 ASSORTMENT | 
Including displey 


30 Putty Knives 


18 Scrapers | 
Tetal Retail $44.10 
Dealer Cost 26.46 
Dealer Profit 17.64 








Order NOW from your wholesaler 





CUTLERY 


COMPANY 





Southbridge, Massachusetts 


98 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


dramatized by the see-through fea- 
ture of these individual packages. 
Adaptable to counter, cash register 
or perforated board display. 
O-Cedar, Div. of American-Mari- 
etta. 

For more data circle No. 51 on postcard, p. 77 


Saw set counter display 


Tainter saw sets are now in- 
dividually carded and packaged in 
a two color counter display box. 
Kach card carries full instructions 
enabling the do-it-yourselfer to set 
his own saws. Cards are punched 
for display on hooks or perforated 





boards. Each attractive box holds 
five carded sets. John H. Graham 
& Co., Ine. 


Por more data circle No. 52 on postcard, p. 77 


Electrical supplies package 
This 2-part package of display 
and selling aids is to help stores 
plan and merchandise their electri- 
cal supply counters effectively. Half 





of the package is a merchandising 
kit containing a retail sales plan, 
promotion calendar, layout bulle- 
tins, display suggestions, catalog 
and other literature. The display 
kit (illustrated) includes a counter 
headline 10 easeled display 
cards, five door 
decal. 


Fer more data circle No. 53 on posteard, p. 77 


card, 
streamers and a 
General Electric Co. 


Flashing stool display 


This heavy cardboard stool dis- 
play clips onto the rungs of the 





Ames-Maid line of stools and high 
chairs. A concealed 60-watt flasher 
bathes the product in light and also 
lights up the trade mark. Remov- 
able sales feature arrows permit 
the use of the display on one of 
several types of stools and high 
chairs. O. Ames-Maid 
Div, 


Por more data circle No. 54 on postcard, p. 77 


Ames Co., 


Triangular fan display 

This attention getting triangular 
fan display holds seven models of 
the 1957 Lau fan line. Only 31% sq 
ft of floor space are taken up by 
the modern unit which is construct- 
ed of steel bars. Two 20-in. fans 
can be placed on each side and one 
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To Lt UpPrufits 


THIS IS THE LINE! 





Medel 8-4 
Heavy Duty, 2!” 


Medel R-2 Medel R-1 


Model DF Medel S1.2A 
is” GE and 16” and 8” 
Westinghouse Metors 


LAWN 


WN MOWERS 


Because of ... STYLE, PERFORMANCE, FEATURES! 
More customer benefits give you greater 
SALES OPPORTUNITIES with DIXIE MOWERS. Check 
feature after feature and you'll find DIXIE has them all! 














\ 
r 
4—- 


~— 
we 


The carefully planned DIXIE line gives you 
a single, dependable, convenient source. With 
DIXIE you can offer your customers the right 
mower for a 60 foot lot or a country estate 


MODERN STYLING 


4 The clean-cut, sturdy lines of DIXIE mowers 
. are as modern as next year's automobiles 
They ore styled to sell in today's highly com 

petitive morket 


\/ EASY OPERATION 


-f Dixie Power Mowers, equipped with Briggs 
d ' and Stration. Clinton and Lausen motors, pro 
vide quick. sure starts. The overall light 


weight, the ball-bearing wheels, adjustable 
handies and cutting heights make DIXIE 
mowers a pieasure to use 


\/ RUGGED CONSTRUCTION 


» : DIXIE Mowers ore lightweigh! for ease of 
/\ handiing but their construction is carefully 
engineered for rugged dependability. Con- 
struction breakdowns are all but e!iminated 


and it's safe! 


Exclusive Disie Slade ~- holder 


prevents blede from 


of even if bolt is broken 


Ask your jobber for complete details Or. write todey for cata- 


logue, prices, complete information 


SQUTHLAND MOWER COMPAN 


LRT ITT 
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\/ 
~~ COMPLETE LINE ¥- 


\ Dixie Mowers are realistically priced to 
/ sell in a highly competitive market. You'll 
never lose a sale with a DIXIE. More sales 
mean more profits 


¥ EFFECTIVE ADVERTISING 

A Not ony are DIXIE Mowers advertised na 

j ’ tionally, but DIXIE provides you with a co 
operative local adverising program sup 


plies newspaper mots. radio and TY commer 
cialis, store posters and descriptive pamphiets 
for mailing ond store distribution 


LIBERAL DEALER DISCOUNTS 


The Dixie Dealer pian provides greater 
discounts for increased sales volume. Gen 
erous freight allowances alto mean 
bigger profits 





coming 





IS ALWAYS GREENER IN A DIXIE yapn, 





Dept. 112, Selma, Alabama 





COMPETITIVELY PRICED a 


4 
co 
oe 
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Mode! $PR2.214 
Self Propelied 
71" Fingertip 
Controi 











CATCH 
SHOPPERS’ EYES 
and their 


DOLLARS 


with 
National 


Linoleum 
Binding 











Colorfully Packaged to Sell 
On Sight 


Just display this convenient, self- 
service carton on your counter 
and see how fast 0 te Sl and 
Columbia Binding moves. Each 
colorful box contains a dozen clear 
rooms packages of %" linoleum 
inding--12 feet long, conven- 
iently punched for fastening and 
with the nail supply enclosed. 
Available in brass, + i smear or 
stainless steel. 


COMPLETE LUNE OF NA.- 
TIONAL AND COLUMBIA 
WEATHERSTRIPPING * 
» TRIPL-TITE” ALUMINUM 
SIDING * PORCELAIN 
ENAMEL BUILDING 
PANELS AND SIONS 











Nice Profits! 


Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 





Weatherstrip Division 
2 Goetewaoy Center, Pittsburgh, Pa. 


100 














| 


' 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


on top of the skeleton structure 
Fans can be placed in operation 
while mounted. Lau Blower Co. 
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Gift center display unit 

The eye-catching Waring gift 
center is built around a 28-in. lamp 
base and is designed to exhibit the 
Blendor, Mixor, Ice Jet and Dura- 
bilt travel iron. The tapered Ma- 
sonite base is aqua tinted and has 
a fiberglass shade. It is available 
with a full line purchase of the 
products mentioned above. Various 


Hho9 Git Cont 
a 


ae 








point-of-sale promotion pieces are 
also available to supplement the dis- 
play. Waring Products Corp. 


For more data circle No. 56 on pesteard, p. 77 


Home weatherstrip package 
Homeowners will be attracted by 


this colorful package containing 


ee ae Se} a dee 
Pi ad core oe 


Mortite fingertip weatherstrip. 
Enough weatherstrip is contained 
in the navy blue and powder blue 


package to seal five average win- 
dows. Price $1.25. The product is 
also available in 98¢ and 29¢ sizes. 
J. W. Morteli Co. 
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Aerator merchandising rack 


The Jet-Aerator Impulse-Rak 
can stand on the counter or can be 





hung at another high traffic loca- 
tion. The unit holds six Impulse- 
Pak Jet-Aerators and is made of 
black wrought iron with a Day-Glo 
sign. Merchandise valued at $7.50 
can be held by the rack which is 
packaged with | doz mode] No. 101 


Jet-Aerators. Complete package is 


known as the Jet-Aerator Impulse- 
Rak Deal No. 2. Melard Mfg. Corp. 


For more data circle No. 58 on pesteard, p. 77 


Knife sharpener on wheels 


Robo, Jr. knife sharpener con- 
sists of a sharpening stone mounted 





on two rubber tracked wheels. When 
set against the guide face a knife 
is automatically set at the proper 
sharpening angle. The 98¢ sharp- 
ener comes in a standup display 
card. Also available is a display 
rack that holds 12 Robo, Jrs. Alden 
Speare’s Sons Co. 
Fer more data circle No. 59 on postcard, p. 77 
(Resume reading on page 14) 


HARDWARE AGE, NOVEMBER 22, 1956 





4 











NATIONAL LOC 






Pat. Applied for 






KNOBS AND 
hj od god i 2 eo], bk 







New Designs 
broaden selection... 


maintain style leadership 














These new NATIONAL LOCKset knobs and escutcheons 
have been designed with the architect and builder prominently 
in mind, Exquisite beauty and broad selection provide 
unlimited freedom to create striking and original effects. 
Besides, NATIONAL LOCKset is easily installed... time proven 
for quality . . . known for long-term, dependable service. 


America’s outstanding lockset value 





PF -Vale), Fi ae hole Giees 17.0 ike 


tela Baelaee Lillies . Merchant Sales Division 
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How's the Hardware Business? 





























(Continued from page 14) 
higher than in recent years. 

There are two kinds of bad 
checks: those written to cheat the 
dealer and those written by cus- 
tomers who overdraw their ac- 
counta, 

In this latter case the dealer 
will usually collect the amount 
owed him. In the other case, he 
is just stuck. 

How can you protect yourself 
from bad check passers and still 
not offend honest customers? 

By following the most basic rule 
in cashing checks: know the en- 
dorser and copy identifying in- 
formation such as driver's license 
numbers, social security numbers, 
etc., and the customer’s home ad- 
dress. 

Honest customers usually will 
not be offended by a dealer who 
takes these precautions. They un- 
derstand his situation when he ex- 
plains it to them, It is the dishonest 
check writer who is offended and 
protests the delay in cashing his 
check. 

Briefly here are eight rules to 
follow before cashing checks: 

l. Know your endorser, Have 
the check endorsed while you watch. 

2. Be careful of the customer 
who want his check cashed in a 
hurry. 

8. Cheek 
carefully. 
match, 

4. Insist that the customer put 
his home address in ink under the 
endorsement. 

5. Be careful on weekends and 
during rush periods when banks 
are closed, 

6. Watch the date on the check. 
Don’t take pre-dated checks or 
those that are several months old. 

7. Don’t be bluffed by claims of 
friendships with important local 
businesamen or by hard-luck sto- 
ries, 

8. Never cash a personal check 
for the full amount unless you 
know the customer well. 


identification cards 
Be sure all signatures 


Hardware Dealers Prepare for Christmas 
Rush; Bad Check Passers Get Ready, Too 


Editor's note: The 
for cashing checks appeared im 
HARDWARE AGE Capsule Counsel 
No. 4 in the Oct. 13, 1955 issue, p. 
112. One-page reprints ave avaii- 


eight rules 


© ek Ge tee te te ger eth ne 
ey et tee ee ee Be ee eth 
py ee ees get foe 


nn, ee 
gees Ate oe re | 
in el om Me 





able for dealers who would like to 
them for their employees. 
may have up to five re- 
prints free by writing to: Editor, 
HARDWARE AGE, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 


post 
Dealers 


instalment Buying Dips, 
Earnings Rise in Sept. 


Americans cut back on their in- 
stalment buying sharply in Sep- 
tember even though they were 
earning money at a record rate. 
The situation reversed a_ trend 
since the first of the year in which 
earnings and instalment buying 
both climbed each month. 

Customers bought only $63 mil- 
lion worth of goods on credit in 
September, the Federal Reserve 
Board reports. This contrasts with 
$507 million in September, 1955, 
and $234 million in August, 1956. 

This brought the total debt 
owed by customers to $30.7 billion 
at the end of September, an in- 


crease of $3 billion from last Sep- 
tember, according to the board's 
latest revised figures. 

At the same time, earnings were 
up, according to the Commerce 
Dept. 

Personal income, that is earn- 
ings from all sources, was at an 
annual rate of $328.5 billion in 
September. This was $300 million 
higher than in August and $17.5 
billion higher than in September 
a year ago. 


Department Store Sales 
Gain 2 Percent Over 1955 


The nation’s department stores 
sold 2 percent more goods in the 
week ended Oct. 27 than in the 
same week last year, the Federal 
Reserve Board reports. 

Since the first of the year, de- 
partment store sales continued 4 
percent ahead of last year. 

Here is a breakdown of sales by 
Federal Reserve districts: 


mir 
Federal Reserve fone week ended whse. ended Jan 1 te 
Drietrict Oct. 27 Oct. 20 Oct. 27 et. 27 


Vhiladeiphia + 2 - 4 
Cleveland a* f) . 2 
Richmond + 4 . 1 

; 2 


Minneapolls ; 5° » 4 
Kaneae (ity » | | a 
Tballas ' 


Families Are Expected 
To Buy Nine Toys Each 

Each toy buying family will buy 
about nine toys this Christmas, the 
Toy Manufacturers of the U.5S.A., 
Inc., predicts. 

Toys which sell for $2 or less 
are the favorites every year, ac- 
cording to the group. 

Children’s books, paint sets, rec- 
ords, push-pull toys, building blocks, 
balloons, bath toys, puzzles, beauty 
kits, hobby craft kits and games 
are in this price range. 


Business Failures Rise 


Business failures in the nation 
in the week ended Nov. 1 totaled 
271 compared with 267 in the pre- 
ceding week, Dun & Bradstreet, 
Inc., reports. This compares with 
237 reported in the same week last 
year. 
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guarantee | 7 


repeat sales 
we 


ELEUL 


ans quality 


© STRONGER —higher tensile strength, no sand 
holes. 


® TAPER TAPPED—all pipe threads tapered to 
ensure leak-proof joints in every installation. 


® PROTECTED — galvanized fittings zinc plated 
after fabrication for maximum protection of all 
surfaces, including threads. 


© CARTONED—for extra convenience in handling, 
eliminates damage and inventory loss. 


* ALL CAPITOL FITTINGS MEET FEDERAL 
SPECIFICATIONS 
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PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS 
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FOREMOST LINE 
SINCE ‘39 
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INCREASE 


YOUR 


PROFITS 


GIANT 
16 Oz. CAN 


COLORS 


CUSTOMERS 
and 
BUILDS 





REPEAT SALES 


ALUMATONE CORPORATION 


r iV 


THE TROVE CALLS 
FO, 


DYKEM 
STEEL BLUE 


Dies and 


Templates) 


pepurer package 8-oz. can fitted with 
Hakelite cap holding soft-hair brush 





for appl right at bench; metal eur- 
' et fey Be 


face yout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 

ta metal glare. Increases effi. 
clency and accuracy. 


Write bor full ial ormation 
THE DYKEM COMPANY 
25058 Neth 11h St « BH. Lewls 6, Me. 








SPRAY ENAMELS 


16 SPARKLING 


MAKES SATISFIED 











Promotions 


Manufacturers’ New Merchandising Plans 





Biair Plans Newspaper 
Ads Listing Dealers 


Blair Mfg. Co., Springfield, 
Mass., plans an expanded adver- 
tising and sales promotion pro- 
gram for 1957. The campaign will 
be spearheaded by newspaper ads 
in key cities. 

The ads, scheduled to coincide 
with the peak selling season, will 
urge prospects to visit dealers 
for a free demonstration. Dealers 
will be listed in the ad. 


Blair is also providing dealers 
with two types of envelope stuff- 
ers and a full-color jumbo post 
card for use in direct mail cam- 
paigns. Space is provided for the 
dealer’s imprint. In addition, the 
company is offering window de- 
cals, string tags, catalog pages, 
radio and television commercials 
and a selection of newspaper ad 
mats. 


Water Systems Campaign 
Features Dealer Tie-Ins 


National Water Systems Month 
will be promoted next May with 
the theme, “Sell running water 
first.” 


Four-color posters for dealer 
use throughout the year will be dis- 
tributed starting next month. Deal- 
ers can get the posters from their 
water systems distributors. 


The posters carry the message, 
“An electric water system leads the 
way to modern living—Buy plenty 
of water, plenty of pressure first.” 

The Electric Water Systems 
Council is offering dealers a 92- 
page plan book outlining ways of 
running the promotion. The book 
carries suggested radio commer- 
cials, newspaper releases, and credit 
sources for financing customer pur- 
chases of water systems. There is 
also a folder, “Beyond the water 
mains—-A guide to planning your 
modern water system.” 

Check lists which dealers can use 
to promote water systems and re- 
lated lines are included. 





The plan books cost $1.50 each. 
Posters are free. Write to Electric 
Water Systems Council, 39 S. La 
Salle St., Chicago 3, III. 

National Water Systems Month 
is sponsored by the Electric Water 
Systems Council and the National 
Assn. of Domestic & Farm Pump 
Manufacturers. 


Knapp-Monarch Promoting 
Liquidizer, Redi-Baker 


Knapp-Monarch Co., St. Louis, 
is conducting its largest fall and 
winter advertising program for its 
Liquidizer and Redi-Baker as 
Christmas gift items. 

The items are featured in ads 
in the November and December is- 
sues of House Beautiful, House & 
Garden, Living for Young Home- 
makers, and Life, and the winter 
edition of Guide for the Bride. 

They will also be featured on all 
three television networks during 
the “Today,”” “Famous Film Festi- 
val” and “Arthur Godfrey Show” 
programs. 
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“That's the right size! . 
three please.” 
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ALL ALUMIN 
AWNINGS 


00 IT 
YOURSELF 





NEW-VIEW 
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In quality and design, the NEW VIEW is comparable 

to custom made awnings with one important difference 
PRICE 

We invite you to compure our price, You'll oaree NEW 

VIEW is @ unique “hang yourself” owning with a 

profit plan you have long been waiting for 


SEEZZZgsggZgsezszez222gsu 





BENADA. Division of Textron inc. 
WHERE Awning Pactory 
THE for 


full 39 James St., Girard, Ohio 
FUTURE 


TAKES details name 
SHAPE 


address 
DIVISION OF TEXTRON INC 


town 








FIRST IN SALES! 


PERK-UP 
PROFITS 
with America’s 








Most Wanted 


MAIL 
BOXES 


STYLE-SETTERS BY 


Bemingion 


WITH SENSATIONAL NEW | 


“RAIN-PRUF” Design 


individually Packaged in eye-catching 
3-coler Display Bex. 


CHECK THESE TERRIFIC SALES FEATURES: 


. 


eur 
de | 
Design 








Cost Aluminum—won't rust! Completely rain- 
proof. Takes long envelopes. Heavy magatine 
Ingenious louvre design keeps out rain 
ets mail be viewed. 
Newest? styles. 


; pace for nome 
plate. 









CREST THREE DIMENSIONAL | 








Attractively 
Gilt Boxed 


Menufactured by 
Remington, these 
rustproof Aluminum Post & Stoke Markers 
offer the largest selection of attractive figures 
designed for every home or landscaping. 
Sensationally priced! ) 
ALSO AVAILABLE—Crest-O-Lite Reflecting | 
Letters £ Numbers with pressure-sensitive od. 
hesive bocking. | 
ORDER FROM YOUR JOBBER 


or write today for totes? catalog and price sheet 
Many other style-setting designs available ) 


REMINGTON wanoware co., inc. 


102 GREENWICH ST. NEW YORK 6. N.Y 
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Manufacturers’ Sales 
Are Up from Year Ago 


The volume of goods sold by the 
nation’s factories totaled $27.8 bil- 
lion in September, according to the 
Commerce Dept. 

This compares with $27.6 bil- 
lion in September, 1955, and $27.9 
billion in August, 1956. 

Manufacturers’ backlog of un- 
filled totaled $62.3 billion 
in September compared with $53 
billion last September and $61.8 
billion in August. 


orders 


New orders placed with manu- 
facturers totaled $28.2 billion. This 
compares with $28.7 
September $29.2 
August. 


last 
in 


billion 
and billion 

September inventories climbed to 
$49.6 billion from $49.1 billion 
August. Last September's 
tories totaled $44.3 billion. 


The Vacuum Cleaner Mfrs. Assn. 
reports sales of standard-size house- 


in 
inven- 


hold vacuum cleaners in September 
totaled 327,524 This was 
4.5 percent higher than last Sep- 
tember and up 15.7 percent from 
August. Sales for the first nine 
months of the year total 2,718,417, 
a record high for the period. 


500,000 Lb of Government 
Hog Bristles Put on Sale 
The government has put 500,000 
lb of hog bristles not needed for 
The 
the 


unites. 


defense purposes up for sale. 


bristles are used mainly in 


manufacture of paint brushes. 

The General Adminis- 
tration was scheduled to open bids 
on Nov. 19 in Washington, D. C. 
The offering of 4,052 
cases divided into 62 lots. 


the 


Services 


consisted 


government sold 
153.000 Ib of Bids for 
other lotsa were rejected because 
they did not equal the GSA mini- 
mum prices. 


Last July 


bristles. 


GSA is offering the bristles in 
sales no sooner than 90 days apart 
under an agreement with the trade. 


Montgomery Ward Plans 
More Stores in 1957 


Montgomery Ward & Co. reports 
it will step up its expansion pro- 
gram in 1957. 


Emphasis will be on new retail 


| time — 








another REFILLED 


Shav0t,... 


The Sharon way of ‘packaging for profit’ 
not only saves store space — reduces sales 
minimizes inventory investment, 
but Sharon lets you “stock ‘em and forget 
em thanks to our automatic stock 
rehll service. 

The “Hero” in this case, is the 
Serviceman, who keeps your 


filled 


And then, there's the Sharon “Commercial” 
pack —-a decimal pack of 100, which you 
may select in preference to the old standard 
gross packages (Sharon has both!) START 
MAKING FASTENERS PROFITABLE — 
contact Sharon today. 


Sharon 
assortments 
-as regular as clock work 


WITH SHARON .. . YOU'LL SPEND 





MORE TIME COUNTING CHANGE — 
LESS TIME COUNTING FASTENERS. 


Sharon ole and, Screw Co. 
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New Merchandising Ideas 

Looking tor more profits, bet 
Hundreds of 
have used this Hardware 
Age reprint as a source of ideas 


ter salesmansh p? 


dealer 


fer sagies tro ng meetings, etc. 


Planning a Self-Service Store 
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order copies from 
Editorial Reprint Service 


HARDWARE AGE 
Chestnut & Séth Sts., Phila. 39, Pa. 
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[HERE |S A DIFFERENCE IN CHAMOIS 
SUNSHINE 





GENUINE 
CHAMOIS SKIN 
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TUFF-TEST WRENCH KITS 


Sieg veentict at Sales Active Prices 


Metal Well Rock with 


Stage these dramatic NONE BETTER Dis- 


plays on your floor, wall or counter —spot- 


and Sets—and see the fast-moving sales per- 
formance that spells big Tool profits for you! 
NONE BETTER offers you top-quality, me- 
chanic’s Tools — backed by powerful Sales 








and Merchandising Aids — at popular, sales- 
active prices. Take advantage of 
this money-making opportunity. 
Write for complete details and 


prices today! 





TUFF-TEST 
SOCKET WRENCH SETS 
Metal Well Rack with 11 or 19 pe. 


Secket Set including Ratchet, Ei 
Headie and Screw Driver Adapter 


FOR COMBINATION 
SALES 


The 2 Mete! Racks, above, 
heck securely together ond 
en wall as shown —build- 
lag @ Teel Department for 
customer . combine- 


soles fer you. 








TUFF-TEST WRENCH SETS 
Forged Stee! Wrenches in Screw- 
MEER'S, LONG BOX’ end COMBINA. 
TION Wrenches — Heavy ond 
Duty, Polished or 

















NONE BETTER 
SOCKET SETS 


lighting fast-selling NONE BETTER Tools TOOL DISPLAY 
















forond Aor ros! Sertete end 
tg Ld hg THE NEW BRITAIN MACHINE CO. NEW BRITAIN, CONN, 
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; outlets. The firm added 141 catalog 
stores in the past 15 months. Now 
it plans to open retail stores in 
areas that show a sales potential of 
more than $3 million a year per 
store, 

The company also expects sales 
volume to climb above $1 billion in 
1956, compared to $970 million in 
1955. 


GE-Telechron Postpones 
Four Price Increases 

ape Price increases on four Gen- 
Len eral Electric-Telechron clock mod 
| els have been postponed from Oct 


» moust ons 






Ib to Jan. 2, the company an- 
nounces. 

The company says it delayed 
the increases because many deal- 


ers were featuring these four 


ba 
50 MILLION ads like this 
clocks in consumer publications 


in the nation's leading farm that had already been printed and 
magazines help you sell baits distributed. 

“ee * The four clock models affected 
containing warfarin 


are Swirl (chrome and copper 


Be sure the bait you stock has finishes), Snooz-Alarm, Harlequin, 
wartarin on the label! and Designer. Each model will 


be increased $1 on Jan. 2. 















| Year-Round New Highways System 


DOUBLE-DUTY May Affect Store Sites 


: Hardware dealers thinking of 
Profit-Maker 


relocating stores or opening new 





| stores in suburban and rural areas 
| are advised to appraise any new 
locations with an eye to the new 
11,000-mile federal interstate 
highways system. 

When completed, the new high 
ways system will link principal! 
cities in the country with a net 
work of divided highways offering 
uninterrupted driving for motor 


Supplex Tire-Cord 





ists. 
Reinforced Garden- There will be shifts in popu 
; Gr aphited Sela FLUID ) lation to new suburban areas out- 
Hose Won t Burst Cl ee ar ee side cities. In addition, there will 
mind pre-treating new lor * be changes in traffic patterns 
longer life which will affect the location of 


suburban stores. 
Since entrance and exit points 


— even if left in hot sun under 
full water pressure for days. No 


“SELL iT if} 1-o7 


“returns” problem for you. mee | wes glad along the new highways will be 
see rae tae We eee pone | ing. or freezing i climeat | a series of interchanges, preferred 
to you. | Order from your jobb | suburban store locations in the 
- ats af ine = ee oa | American Grease Stick Co | future will be near these inter- 
of Merewere Age. Muskegen, Michigen changes. The super highways will 


‘al Lik LA 14d da Aa of 


make the store easy to reach. The 
feeder roads will provide addi- 
tional traffic. 

Hardware dealers can prepare 


ee 


AGc 











ee 
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themselves for finding future lo- 
cations by keeping posted on the 
progress of these highways in 
their state. As 
are planned, newspapers will 
carry stories on routes being con- 


own new roads 


sidered. When the new road is 
finally approved, this will also 
appear in newspapers. 

The program is just starting. 


Only a few miles of superhigh- 
ways have been approved and 
construction is just beginning. A 
larger part of the program is ex- 
pected to start in 1957. The bulk 
of the program will not be under- 
way before 1960, according to 
most government experts. 

This is the time for hardware 
dealers to get in on the ground 
finding those new 


floor in loca- 


tions. 


66.2 Million Hold Jobs 

In October for Record 
More Americans held jobs in the 

middle of than in any 

other October on record, the Com- 

merce Dept. reports. 


October 


At the same time the number of 
persons out of work dropped to 1.9 
million, the lowest figure since No- 
vember, 1953. 

There were 66.6 million persons 
working in October, according to 
the government report. This was 
one million more than worked last 
October and continued an unin- 
terrupted 18-month trend of em- 
ployment records for each month. 


Manufacturers Expand, 
Occupy New Buildings 


Master Bronze Powder Co., Ince.., 
has moved its production facilities 
and general offices from Hammond, 
Ind., to 538 W. State St., Calumet 
City, Il. 


McDonough Power Equipment, 
Inc. is occupying its new 78,000 sq 


ft plant in McDonough, Ga. 


Glamur Products, Inc. will ex- | 


pand production facilities by five 
times when it moves into its new 
plant at 1024 Montgomery St., 


Syracuse, N. Y. 
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You can ring up extra chain sales 
by stocking, displaying and promoting 
Russellline “do-it-yourself” chains. 
Just the portion of the line shown 
here gives you an idea of the widening 
range of sales possibilities. 


HERE'S HOW TO PROMOTE MORE 
AND LARGER SALES 


1. Whenever you have a customer 
for chain, mention some of the other 
uses for this and other types of chain. 








SASH CHAIN 


For Door Stops * Securing Padlocks * 
Suspending Lighting Fixtures * Pul- 
leys * Holding Basement Windows 
Open * “Pull-down” For Disappear- 
ing Stairs, etc. 


SINGLE JACK CHAIN 





SAFETY CHAIN 


For — Securing Chuck Key Te Drill 
Press * Fastening Outdoor Sink 
Stoppers * Retaining Tank Caps, etc. 


BALL CHAIN 

For — Key Chains * Light Fixture Ex- 
tensions * Ventilator Fan Controls * 
Sink Stoppers, etc. 











DOUBLE LOOP CHAIN 


For — Swings * Playground Equipment ° 

Railings * Drivewey Berriers * Secur- 

ing Loads on Cer or Trailer * Animal 

Leads * Gliders end Hammocks * Sue- 

pending Gerage or Basement Shelves 

: ee Items such as Led- 
, oe. 














Larger Sizes For — Hanging Work- a 
shop Fixtures and Pipe * Lawn Bor- 
ders * Small Sizes For — Suspending 
Ornamental Baskets, Signs, etc. * 

Toy Repairs, etc. 























How To Profit From AT 


2. On each type of chain you dis- 
play, put a typewritten card, tag or 
sticker listing various uses. 

3. Make a simple display demon- 
strating one or more uses. For ex- 
ample, attach a padlock to a board 
with a short piece of sash chain ...do 
the same with a sink stopper or a gas 
cap and a length of safety chain, etc. 

Write for your free catalog of the 
complete line of Russellline chain 
products, today. 
























































§ reasons why you 
make more money selling 


Myers Pumps 













ae With Myers, you never miss a sale be- 
cause the line is complete including Ejectos, 
reciprocating, submersibles, centrifugals 
and irrigation pumps...deep or shallow 
well in a full range of sizes and capacities. 





: Guaranteed top quality cuts service time, 
makes more sales time. Design, engineering 
and workmanship of all! Myers products 
are backed by a warranty unsurpassed in 
the industry. 


© National advertising pre-sells your 
prospects; Local promotion ties the power 
of consistent national advertising down to 
your own sales territory. 


© Sales and service training sharpens your 
selling. Myers provides comprehensive train- 
ing at the factory or in the field. When at 
the factory, Myers pays all living expenses. 


5) Published distribution policy protects 
your profit. Myers products are manufac- 
tured to sell only under the Myers name 
through recognized, legitimate distributors 
and dealers at prices that enable all levels 
of distribution to operate profitably. 


See your nearsy Fidyert'|* 
DISTRIBUTOR SOON! DOING 
BUSINESS WITH HIM IS GOOD BUSINESS 





THE F. E. MYERS & BRO. CO. 
Ashiand, Ohie ¢ Kitchener, Ontario 
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Bissell Carpet Sweeper 
Wins Fair Trade Action 


A judgment restraining M & D 
Housewares Co., 91-15 59th Ave., 
Elmhurst, N. Y., from selling Bis- 
sel] than 
established price has been entered 
in Supreme C New York 
County, Bissell Carpet Sweeper Co. 
announces. 


carpet sweepers at less 


ourt, 


Bissell charged the company with 
violating fair trade laws in selling 
its carpet sweepers. 


Plans To Be Discussed 
To Promote U. S. Bikes 


Plans for a program to build 
yreater consumer acceptance of 
American-made bicycles and parts 
will be discussed at the 39th an- 
nual convention of the American 
bike industry at Boca Raton, Fla. 

The sponsored 
the Bicycle Institute of America, 
will be held Jan. 21-25. 


convention. by 





_—- 


Drilled Board Set-up 
Is Good Display for Bits 


™., 


We, 





Here is a handy display unit you can 
easily make yourself to display bits. 
Unit consists of a board, 48x12x2 
in.. in which holes have been drilled 
'o hold the various sizes of bits. 
Holes are drilled only deep enough 
to hold the bits. This unit (illus- 
trated) is mounted on an island aft 
Weiss Hardwore Co., Allenton, Wis 
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TACKLE MASTER 


TACKLE BOXES 


complete line of tackle boxes 
including No. 252 -—— world's 
largest seller, and No, 2006 
TACKLE MASTER — the only box 
that takes ail gear. 


PALS CHIN, 


MINNOW BUCKETS 


only line with a bucket for every 
type fisherman; featuring origi- 
: nel Falls City AIR BREATHER, 
vl yealy authentic Air Breather on 





NONE OF TACKLE BOXES 
ne lap 
—senl AD- 
verse 


FALLS CITY DIVISION 
STRATTON & TERSTEGGE CO 
P O. BOX 1859. LOUISVILLE, KY 
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Mow-MASTER 





\ Heat O- Matic 


STARTING 





PREST-O-MATIC — the biggest advance in 
power mower design in years — is a self-selling 
Mow-Master exclusive. Makes selling easier be- 
cause it takes the hard work out of starting. Makes 
mowing safer and easier for everyone from 8 to 
80. With Prest-O-Matic, starting, stopping, 
choking and idling are controlled right at your 
finger tips. With Prest-O-Matic, you sell real con- 
venience, greater safety. 


COMPLETE LINE — rotary and reel mowers 
from 18 to 21-in. cutting widths. It’s the line 
that’s priced right to sell the top, middle and 
low ends of the market with full profit for you. 
Imagine — Mow-Master with Prest-O-Matic 
starting sells for less than many conventional 
hand-started mowers! 


AGGRESSIVE MERCHANDISING — power- 
ful national and local co-op advertising, local 
promotions, colorful point-of-sale material and 
literature with real sell-appeal. 


It’s easier to sell Mow-Master—America’s fast- 
est growing power mower line. Get complete de- 
tails now on the line that’s easiest to sell because 
it has more to sell. Phone, wire or write today, 


PROPULSION ENGINE CORPORATION 


FLEETWOOD 303 Marion Ave. 
CHAIN SAWS South Milwaukee, Wis. 


MORE PROFIT. Write today 
for complete details on the 
all-new line of Fleetwood Subsidiary of Mel 
chain saws, another quality 


built product of Propulsion Food Machinery and 
Engine Corp Chemical Corp, 
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New Rich-Con Budget Plan Gives Dealers 
Many Sales Advantages, Fast 100% Payment 


A budget selling plan with 
out the kinks of recourse, 
hold-out reserves, or limited 
merchandise has been offered 
dealers serviced by Richards 
& Conover Hardware Co., 
wholesaler at Kansas City, 
Mo., according to 8. L. Saw 
yer, president, 

There are three major fea- 
tures to the plan: 

1. All the items a deale: 
sells, including lines such as 
floor coverings which are 
permanently inetalled after 
being sold, are available to 
customers on time payment 

Many budget plans through 
national organizations limit 
items or lines a dealer sells 
on time. This plan wipes 
out such restrictions. 
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Company Honors Three 
Who Served 159 Years 


Three employees of Schlat- 
ter Hardware Ine., 
Wholesaler in Fort Wayne, 
Ind., were honored recently. 
They represented a combined 
total of 159 years of service 
in hardware. 

John R. Mertz was 19 
years old when he joined the 
firm, then known as C. C. 
Schiatter Co., in 1899. He 
retired Feb, 28, 1953, 

Edward H. McKee, who re- 
tired last June, started his 
hardware career in 1902 with 
Hogue Hardware, Jersey 
Shore, Pa. Then followed po- 
sitions with Winter Bros., 
Newberry, Pa.; Kline & Co., 
Williamsport, Pa.; C. W. 
Webster Hardware, Water. 
loo, N. Y.; W. Bingham & 
Co., Cleveland, and Schiat- 
ter’s, which he joined in 1939. 

Walter Westenfeld, who is 
still active in the hardware 
department, began his hard- 
ware career in 1905 with 
Hollopeter, Beck & Bloom, 
Fort Wayne. He came with 
Schlatter in 1925. 


Co., 


2. There is no recourse on 
the dealer, nor any reserve 
held back. Dealers get and 
keep a deposit on the sale, 
then sell the credit paper to 
Rich-Con's agent, the State 
Finance Co., at 100 percent 
on the dollar. Heretotore, 
many dealers were restricted 
by possible recourse re 
serve monies held out. 

3. Rich-Con has developed 
a store decoration kit and 
mailing piece which promotes 
L116) 


or 


(Continued on page 


Gale Products Names 
Fenton Sales Director 


Frank S. Fenton has been 
appointed sales and advertis 
ine director Gale Prod 
ucts Div., Outboard Marine 
Galesburg, Il. 


ol 


Corp., 
Mr. Fenton 
charge of sales of 


will have 
outboard 





FRANK &. FENTON 


motors and the LEL-Pioneer 
line of power chain saws 
which the division is market- 
ing. 

Outboard Marine recently 
bought Industrial Engineer- 
ing Ltd. of Vancouver, B. C., 
Canada, manufacturer of the 
saws, 

Sam Spink has been ap- 
pointed sales manager of the 
division, 





VAN H. LEICHLITER 


Vv. H. Leichliter To Head 
American Steel & Wire 


Van H. Leichliter has been 
elected president of Ameri- 
can Steel & Wire Div. of 
Uniter States Steel Corp. He 
Walter F. Munford 
been advanced to 
assistant executive vice-presi- 


succeeds 


who has 


dent operations of U.S. 
Steel, 
Both men will take over 
their new positions on Dee, | 
Mr. Leichliter has been 


with the company since 1930, 
He was vice-president-opera- 
1953. 


tion since 


Trading Stamps Win 
in North Dakota Vote 


Voters like trading stamps. 

That is the conclusion from 
the Nov. 6 election in North 
Dakota. 


Voters rejected by a 2 to 1 
majority a proposed amend- 
ment to the state constitu- 
tion which would have vir- 
tually killed trading stamps. 


The proposed amendment 
would have imposted a $6000 
annual license on stores giv- 
ing stamps. Only the larg- 
est of stores could afford 
such a fee. 


Trading stamp proponents 
used newspaper space to 
urge defeat of the proposed 
amendment, quoting house- 
wives who favored stamps. 
Trading stamp opponents did 
meager campaigning. 


Convention Dates Set 


Northern Wholesale Hard 
ware Co., dealer - owned 
wholesaler, in Portland, Ore., 
will hold its annua] conven 
tion and merchandise show 
in Portland Feb. 17-19. 


Water Systems Month Promotion Brought 
Sales Increases of 5 to 50 Percent 


Dealers and wholesalers 
who participated in the 1906 
promotion of National Wate: 


Systems Month in May re 
ported sales of water sys 
tems increased from § to 50 
percen: for the month. 

This was reported at the 
recent 24th annual meeting 
of the National Assn. of 
Domestic & Farm Pump 
Mfrs. in Chicago. 

Plans announced for the 


1957 promotion are given on 
page 104 of this issue. 

The association's new of- 
fieers are: president, Walter 
Deming. president of Deming 
Co.. Salem. Ohio; vice-presi- 
dent, A. Y. McDonald, presi- 


dent of A. Y. MeDonald Mfg. 


Co., Dubuque, lowa; trea- 
surer, J. P. Curtin, vice-presi- 
dent of George D. Roper 
Corp., Rockford, Il. 

Mr. McDonald also serves 
as chairman of the associa- 
tion’s executive board. 


John Hosford, Chicago, 
was reappointed executive 
secretary. 

New directors elected for 


three-year terms are Nor- 
man J. Gould, president of 
Gould Pumps, Inc., Seneca 


Falls, N. Y., and Russell 
W. Lewis, manager of gen- 
eral dealer sales, Fairbanks, 
Morse & Co., Chicago. 
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Lowe Brothers Elects 
Rhodes Vice-President 


William C. Rhodes has 
been elected vice-president of 
sales of Lowe Brothers Co., 
Dayton, Ohio. 

Before his promotion, Mr. 
Rhodes was general sales 
manager. He will have com- 
plete charge of all phases of 
the company’s sales and mar. 
keting. 





w. ft 


RHODES 


DEALER BRIEFS: 








7’ 


ROY WATSON 





Roy Watson Is Elected 
To Head Shelby Sales 


Roy Watson has been 
elected vice-president of sales 
of Shelby Metal Products Co., 
Shelby, Ohio. 

Mr. Watson formerly was 
general sales manager of 
Consolidated lron & Stee! 
Mfg. Co., Cleveland, and re- 
gional sales manager of 
Huenefeld Co., Cincinnati. 


Carolina Dealer Opens Shopping Center Store; 
Town Hardware, Destroyed by Fire, Reopens 


Salinas, Calif. Free gifts 
given to all persons 
attending the recent opening 
of Sherwood Hardware in 
Sherwood Gardens. The store 
is being operated by Mr. and 


were 


Mrs. Patrick Mack 
Orange, Magee. Towr 
Hardware Store, destroyed 


by fire in December, 1954, re- 
cently held an official open- 
ing at ite new location on 
East Main St. The store, 
owned by Abe Steinberg, 
moved to the new location, 
then temporary headquarters, 
following the fire. 


Hubbard, 
Hardware, 


Ore. 
first 


— Hubbard 
opened 60 


years ago, recently changed 
hands. Ervin A. Susa, 
Woodburn, purchased the 
store from Harry E. Van 
Arsdale, who had operated 
the store since January, 194%. 
Mr. Susa operates a linoleum, 
floor covering and installa 
tion business in Hubbard. 


r 
, 


Clearwater, F'la.—Bill Reh- 
baum’s West Coast Hardware 
has moved after 41 years in 
the same location. The new 
store is at 8-10 8S. Myrtle 
Ave. It has pink walls, tur 
quoise cabinets and shadow 
boxes, and charcoal-colored 
wall-to-wall carpeting. 


Grundy Center, lowa 
(Continued on page 120) 
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Marshall-Wells Elects Stevens Executive 


Vice-President, Karz Treasurer Controller 


Marshall-Wells Co., whole 
saler in Duluth, Minn., has 
elected ©. E. Stevens execu 
tive vice-president and H. J 
Kurz treasurer and con- 
troller 

Mr. Stevens has been with 
Marshall-Wells 17 years. He 





Oo. FE. STEVENS 


is vice-president and man- 
ager of the company’s Port- 
land-Seattle branch. He will 





H. J. KURZ 
succeed M. R. Twiss on 
Jan. 1. 
Mr. Twiss has been presi 


dent of Zenith Machine Co., 
a Marshall-Wells subsidiary, 
and executive vice-president 


of Marshall-Wells. He will 
continue as president of 
Zenith and remain on the 


M-W board of directors 
Mr. Kurz has been operat 
ing manager of the Home & 


Auto Supply Merchandise 
Div. of Firestone Tire & 
Rubber Co., Akron, Ohio. He 
had been with Firestone 
more than 25 years. 

Mr. Stevens will be suec- 
ceeded on the West Coast 
Jan. 1 by F. Clifton Schmidt. 
Mr. Schmidt comes from 
Montgomery Ward & Co., 
Chicago, after 24 years’ ser- 
vice, 


Record Houseware Show 
To Be Held Jan. 17-24 


The big gest housewares 
show in history opens on Jan, 
17 for a week at Chicago, 


according to Dolph Zapfel, 
secretary of the National 


Housewares Manufacturers 
Asan, 

More than 700 exhibitors 
will show over 100,000 items 
to 11,000 buyers, Mr. Zapfel 
said. 

Exhibits 
eight acres 
in the Navy Pier and ad- 
jacent Drill Hall on Chi- 
eago’s North Shore Drive. 

Floor space for exhibitors 
had to be revamped to ac- 
commodate 100 more booth 
holders than last year, the 
secretary said. This new 
floor plan permits freer flow 
of traffic to all booths. 

On Dee. 1 forms will be 
mailed to those wishing to 
register in advance of the 
show. 

Pre - show registrants will 

(Continued on page 116) 


will fill 
of floor 


nearly 
space 


Plymouth Rubber Names 
Keenan A Sales Manager 


Hubert A. Keenan has 
heen named sales manager of 
Plastic Garden Hose Div., 
Plymouth Rubber Coe., Inc., 
Canton, Mass. 

Mr. Keenan had been with 
the company’s Sundries Sales 
Div. 
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Boost Your Sales 
Of Hoppe’s NOW 


This is one of the seasons of the year when 
gun cleaning and gun protection are impera- 
tive. So — put Hoppe’s No. 9 Solvent and 
Hoppe’s Patches, Oil, Grease. Gun Cleaning 
Rods and Gun Cleaning Packs up front— 
where shooters can see and select them. And 
don't overlook the sales of 
Hoppe Cleaning Packs for 
Christmas gifts. Your job- 
ber can supply you. Phone 
him now. 


FRANK A. HOPPE, INC. 
2314A North 8th St. 
Philadelphia 33, Penna. 
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FITLER ROPE 


Sold for Your Convenience In 
OCTAGONAL BOXES 


MANILA AND SISAL 
CONSIDER THESE FEATURES! 


EASY TO DISPLAY 
EASY TO HANDLE EASY TO DISPENSE 
EASY TO STORE KEEPS ROPE CLEAN 
Biue and Yellow label identifies 
FITLER MANILA ROPE 


Red and White label identifies 
FITLER SISAL ROPE 


THE EDWIN H. FITLER CO. 


EST. 1804 
NEW ORLEANS 17, LA PHILADELPHIA 24, PA. 


SOLD BY HARDWARE DEALERS EVERYWHERE 
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News of the Trade 


Toledo Pipe Appoints 
Hartsing Sales Manager 


Toledo Pipe Threading Ma- 
chine Co., Toledo, Ohio, has 
appointed ©. E. Hartsing 





Cc. BE. HARTSING 


sales manager, He succeeds 
Howard Mikesell who retired. 


Mr. Hartsing has been 
with the firm 22 years. He 
was manager of field sales 
during the past year. 


Wives Attend Company's 
Annual Sales Meeting 


of Sanson & 
Rowland, Inc., Philadelphia, 
and their wives attended a 
three-day company sales con- 
ference at Mt. Pocono, Pa., 
recently. It was the first time 


Salesmen 


wives were invited to the 
conference. 
The firet session was A 


combined meeting at which 
the women were given an ex- 
planation of the company’s 
operations. The second ses- 
sion was a discussion of sales 
problems for the men. 


NSGA Will Open Model 
Store in Headquarters 


The National Sporting 
Assn. will soon open 
a model store to help dealers 
solve merchandising and in- 
store display problems. 


(,00d8 


The store will be in the 
hasement of NSGA  head- 
quarters building, 716 N. 


Rush St., Chicago 11. 


Gering Products Names 
Conrad Sales Director 


Gering Products, Ine., 
Kenilworth, N. J., has ap- 
pointed Horton Conrad direc- 
tor of sales. 

Mr. Conrad has been presi 
dent of Horton Conrad & As- 
sociates, Cleveland, manufac- 
turers’ representatives. 


it's Hamilton-Skotch 


Hamilton Metal Products 


Co., Hamilton, Ohio, has 
changed its name to Hamil- 
ton-Skotch Corp. to more 
fully exploit the word 
“Skotch” used in its prod- 
ucts’ names. 


i Phair Heads Business Editors’ Society 





W. A. Phair, 


president of the Society of Business Magazine Editors. 
is shown here being congratulated by Richard 


editor of HARDWARE AGE. has been elected 


He 


Morris 


H. 


(right), editorial director of Technical Publishing Co., the 


retiring president. 
some 


The Sox iety 


100 leading business magazines 


is a professional group of 


The purpose of the 


Society is to develop improved methods of presenting busi- 


ness news and information 


Mr. 


Phair 


has also served as 


president of the New York Business Papers Asan. 
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“NOW YOU CAN MAKE YOUR 
DREAMS COME TRUE” 


A large number of the world's most successful people hove been 
those who were termed ‘“‘dreamers.”' Thinking success for your busi- 
ness is on essential step to progress. You can make the dreams of 
improvement of your business now come true. Increased sales can be 
had by using HELLER Soles Tested Fiexible View Store Fixtures. Think 
of a most attractive store, one that will be most outstanding and 
that will draw trade. HELLER can furnish the necessary equipment. 


W. C. HELLER & CO., we Ohio 
FOR 65 YEARS | . 
SUCCESSFUL 
MERCHANTS 
HAVE USED 
HELLER STORE 
FIXTURES. 


WRITE TODAY 
FOR CATALOG NO. 7A 








WITH HELLER'S LOW PRICES! 











LIST PRICE 


$50 
$900 
$16 





ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, %4"’ pipe 


pram 


UNION VALVE (Non-Union $2.80) 


Swivel seat for long life, %4"’ pipe 
Re ee 


POP-UP SPRINKLER HEAD 


Pops up 1'2” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


HOSE TO PIPE FITTINGS 


Various sizes available 


HOSE Y 


ideal for Siamese connections 





a eA 
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OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. co. 


5 ANGELES 17 e Ap ’ 
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FREE DISPLAY CASE 








>» WELOWOOD 
FLEXiOi sg ‘+ 


) WOOD-TRIM 
“ea, 


Actual Size 
| 17” high « 18” 
| wide of compact 
| display space 











Real wood veneer 
in handy rolls... 
| sells right off your counter 


¢LEXIBLe 








' 
; 


| 


> * 
Pence Woo =~i rim 
WOOD.-TRIM 
| DISPLAY CASE Here's a new profit item by 
Stacks 36 rolls of 


Weldwood that every do-it-yourselfer 
iS Waiting for 


assorted wood 
incliuding Oak 


African Mahogany : 
okees Mirch’ Bie | for edging plywood 

| and Korina. Each \ (no more exposed edges) 
roll is 8° long, 


for decorating coffee tables, 
picture frames, lamp shades, 
: waste baskets, etc., etc, 
. Wood-Trim is so flexible it easily 
} wraps around curved or angled sur- 
faces, yet it won't readily chip, split, 
peel. All that’s needed to apply it is 
;a good wood glue like Weldwood” 
' Contact Cement or Weldwood Presto- 
Set®Glue. No need for heat, irons, 
pressboards, clamps, nails. 


1” wide, in trans 
parent re-usable 
case. Retaiis at 


” a roll 
S¢ - 


- 
| A 





“Anoth er. 


ie vmy Heavily Advertised Nationally! 


Made by UNITED STATES PLYWOOD CORPORATION 


| Dept. HA 11-46WT 55 West 44th Street, New York 36, HM. Y. 
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No. 99 
Junior 
Kit 








prices now, 


XCELITE, INCORPORATED 
Dept. G 
Orcherd Part, N.Y. 











Manufacturers of 


BULL DOG - DANDEF 
end E-Z 
HOUSEHOLD SPECIALTIES 


116 





Who wouldn't want one ? 


We trantly cant answer that one Since we brought 

the 99 Junior’ a tew months ago, it's sold by the tho 
songs And when you ook af this Quality pocket kit w 

' fut Grivers, two slotted screwdrivers and two PI ps 
gieaming chrome finish were sure you Oy Who 
wouldn't want one? Write tor Xeelite literature ond 
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News of the Trade - 


Rich-Con Budget Pian 
is Offered to Dealers 


(Continued from page 112) 


the time-payment budget- 
plan, 

(Customers in the store, and 
those on mailing lists, will 
see these promotional pieces 
and learn of all the benefits 
on sight. Envelope stuffers 
and store handouts are also 
supplied. 

Perishables such as paint 
and ammunition, and major 
items such as water heaters 
and appliances are covered 
in this plan. 

President Sawyer said that 
the dealer can now actively 
compete with chains, mail 
order houses, and department 
stores with this new sales 
tool, 

The program has under- 
gone a test period. Proving 
successful under trial, it is 
now available to all Rich-Con 
dealers. 


Record Houseware Show 
To Be Held Jan. 17-24 


(Continued from page 113) 


receive their admission 
badges in the mail. 

Show hours have been ex- 
tended one hour, from 9% 
a.m. until 6 p.m., to comply 
with requests for more buy- 
ing time. Show closes at 
2 p.m, on the last day, Jan 


ho t 


1. 

NHMA will again have 
free shuttle bus service con 
necting the Loop, north side 
hotels, and the Pier. 

The 26th NHMA dinner 
party will be held on Jan. 
22 at the Palmer House 
Hotel. 


Toy Fair Changes Its 
Opening, Closing Days 

The 1957 American Toy 
Fair will open in New York 
City on Wednesday, March 
6, and run through Friday, 
March 15. In past years the 
fair opened on Monday and 
closed on Wednesday. 

The opening and closing 
days were changed to give 
exhibitors more time to set 
up, and buyers more time to 
cover the fair. Showrooms 
also ill be open Sunday, 
March 10, this year. 

The fair will be held at 


the Hotels New Yorker and 
Sheraton-McAlpin and at the 
permanent exhibit places at 
200 Fifth Ave. and 1107 
sroadway. 


Hunter Fan, R & M Fan 
Realign Sales Forces 


Hunter Fan & Ventilaitng 
Co. and the Fan Div. of Rob- 
bins & Myers, Inc., are now 
operating as Hunter Div. of 
tobbins & Myers, Inc. 

Products will still be mar- 
keted under both Hunter and 
R&M brands. 

Two sales divisions have 
been created by the new 
alignment. Window fans and 
portable household fans of 
both brands will be handled 
by company salesmen di- 
rected by Parker T. Finch, 
formerly Hunter Fan sales 
manager. 

Installed ventilating equip- 
ment equipment will be han- 
dled by a separate sales 
force directed by Keith M. 
Spurrier, formerly sales 
manager of the R&M Fan 
Div, 


Shaw Named Sylvania 
Division Sales Manager 


Sylvania Electric Products 
Co. has appointed Robert L. 
Shaw to the newly created 
position of national sales 
manager for the Radio and 
Television Div. 

Mr. Shaw had been presi- 
dent of Victory H. Meyer 
Distributing Corp., New 
York, since early this year. 


Streicher Is Elected 
Graham Vice-President 


Victor M. Streicher, ex- 
port manager, has been 
elected vice-president of John 
H. Graham & Co., Inc., New 
York. 

Mr. Streicher has been 
with the firm since 1912. 


Moto-Roll Now Lawn-All 


Lawn-All Corp., Johnstown, 
Pa., announces it has changed 
the name of its Moto-Roll 
power rollers to Lawn-All. 
Lawn-All Corp. is affiliated 
with Midland Products Co., 
Midiand Park, N. J. 
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- News of the Trade 








New appointments, new territories, etc. 


MANUFACTURERS’ SALESMEN 


F. E. Myers & Bro. Co 
Ashland, Ohio, has promoted 
Richard Lorenz to sales train 
ing manager. He had 
district manager in western 
Pennsylvania and West Vi: 


heen 


ginia. Denny Morr has been 
promoted to succeed Mi 
Lorenz. 
v 
Yale & Towns Mig. (0 
has appointed Albert Vos 
southwestern regional mat 
ager for the lock and hard 
ware division. Mr. Vos has 
been with Yale & Towne 
since 1935. 
v 
Wen Producta, Inc.. Chi- 


cago, has appointed Clarence 


A. Simms regional sales 
manager. He had been a 
regional sales manager for 
Nesco, Inc. 

v 


Penn-Akron Hardware 
Corp., Woodside, N. Y., has 
appointed George Bauman 
field sales managing repre- 
sentative of its lock division 
He had been sales manager 
of Earle Hardware Mfg. Co 


Edy Bruah Co., Imne., 
Bronx, N. Y., has named 
George Y. Decker represen- 


New England and 
state 

* 

Autoyre (o.., Chicago, has 
romoted Fred Wood from 
New York district sales man- 
ager 
the national div. 
ind appointed Clair Stevens 
New York territory 
manager. 


tative in 
New York 


to eastern manager of 


accounts 
sales 


v 
Westinghouse Eiliectrie 
(orp. Portable A pnlianee 
Div. has appointed Richard 
F. Tuson manager of its new 
middie Atlantic sales region 
He had been district manager 
in Buffalo, N. Y. 


Joins Scott-Atwater 


Norman C. Owen, forme 
vice-president of CBS-Colum 
bia, has joined Secott-Atwater 
Mfg. Minneapolis, as 
vice-president in charge of 


Co., 


ales, 


New Heitmann Warehouse Now in Use 


ak, 
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G. E 


in Hiouston. 


Ploeger. president of | 


lex . operates 


‘ ontrols ot ele« tric 


W Heitmann Co., wholesaler 


hoist w hic hy 


lowers part of first carload of steel to arrive at company's 


new plant and 


Houston. Looking on (from 


warehouse at 


Kress 
left) 


Old Clinton Rd.., 
Robert } 


and 


are Strange, 


vice president and general manager, and Fred W Heitmann, 


vice president and director of pure hasing 


Formal opening 


ceremonies are planned in December 
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“A Good Line to Handle” 


FFIN 


HINGES 



















Cat. #BB197 
Template Butts, Button Tips 
with permanently attached Bearings 


Builder's Special 
Cat. #540 


Wrought Steel Butts 
Cat. 2240 


Pe 
% 
ae 


You'll find the trade saying “‘Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality ... and most im- 
portant the customers like the products.” 
Display them and you'll sell them—Griffin 
Hinges ... order by the carton... in any 
selections your customers want. 


NEW VISIPAKS=~Order by the 


carton of individual carded itema. 


GRIFFIN 


“since 1899" 


MANUFACTURING CO. 





ERIE, PA, 
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Three Big Sellers 


by Cooper 


All Purpose 


THERMOMETER 
FOR ROAST 
MEAT 










2” Dial 
4\4," Stem 


For 


OVENS, 


OUTDOOR 
GRILLS, 


ROTISSERIES 


individu- 





SUGGESTED ally mounted 
> on attractive, 
ee . 4 color display 


card. 


FRY-WELL Thermometer 


For Deep Fat Frying 





Gives professional results in all deep 
fat frying. Clips to side of frying 
basket. 
mounted on brilliant plastic blister 
display card that protects from dust 


and damage. 


Easy to clean. individually 


Full inetructions, rec- 
ipes on card, 


SUGGESTED 
RETAIL PRICE 





$1.49 


LITCHFIELD Thermometer 


America s Finest Outdoor Thermometer 


For any weather and an 
climate. Absolutely rust- 

! Extra wide tem- 
perature range. 7%” biack 
finished aluminum bracket 
and 4” dial are fully ad- 
justabdle. 





Transiucent dial for easy 
reading. individuatty 
packed in smart, clear- 
view relief plastic box. 


_ 
THE COOPER THERMOMETER CO. 


107 MAIN STREET, PEQUABUCK, CONN. 


SUGGESTED 
RETAIL PRICE 


Litchfield Display Box 














News of the Trade 


ingersoll-Humphryes Div. 
Elects Kelch President 


G. W. Kelch has been 
elected president of Borg- 
Warner Corp.’s recently ac- 
quired Ingersoll-Humphryes 
Div., Mansfield, Ohio. He 
succeeds I). J. Jones who was 
granted an indefinite leave 
of absence at his own 
quest. 

Mr. Kelch had been execu- 
tive vice-president of the di- 
vision. 


re- 


Stratton & Terstegge 

Celebrates Anniversary 
W. H. Terstegge had a 

business birthday this month. 


On Nov. 5 Mr. Terstegge 
celebrated his 37th business 





W. H. TERSTEGGE 


Seen ee 


NEWS OF 


birthday as president of 
Stratton & Terstegge Co., 
Louisville, Ky., hardware 
wholesaler. 

The company and its deal- 
ers celebrated for the month 
previous. This was a Presi- 
dential Campaign with spe- 


cial values for dealers and 
awards for salesmen. All 
buyers participated in pro- 


viding outstanding values. 

This was the second year 
for conducting such a cam- 
paign and will become a com- 
pany tradition. 


investors Purchase 
Skillman Hardware Co. 


A group of investors has 
purchased the 91-year old 
Skillman Hardware Mfg. 
Co., Trenton, N. J. 

Edward F. Sutphin, gen- 
erai manager, continues as 
chief operating officer of the 
company. 


Olin Closes Warehouse 


Olin Mathieson Chemical 


Corp. Electrical Div. has 
closed its San Francisco 
warehouse and consolidated 


its stocking and shipping op- 
erations on the West Coast 
in its Los Angeles ware- 
house. The move is intended 
to speed deliveries. 


MANUFACTURERS AGENTS 


Evans Rule Co., Elizabeth, 
N. J., has appointed K. Les- 


ter Wilson Co., Baltimore, 
its representative in Vir- 
ginia, West Virginia and 


western Maryland. 
sf 


Penn-Akron Hardware 
Corp., Woodside, N. Y., has 
appointed James M. South- 
ard & Sons, Decatur, Ga., its 
representative in Georgia, 
Alabama and Tennessee, and 
Bill Gaser Sales Co., Tulsa, 
Okla., its representative in 
Oklahoma and Fort Smith, 
Ark. 


v 


Electric Sprayit Diw., 
Thomas Industries Ine., 
Louisville, Ky., has appointed 


seven manufacturers’ repre- 
sentatives. They are Robert 
Lancaster, Tampa, Fla; 


Kitchen & Son, Inc., Rich- 
mond, Ind.; Carl R. Young- 


men, Kingston, Pa.; George 
Dwyre & Associates, Sheboy- 
gan, Wis.; Martin Miller, 
Inc., New York; W. A. Disch, 
Chicago; and Harry Stein, 
Houston, Tex. 

v 


Rand Sales Co., manufac- 
turers’ representatives, has 
opened new offices and show 
rooms at 295 Fifth Ave., 
New York. The firm has 
been at 200 Fifth Ave., New 
York. 


v 
Bobrow-Lewell Associates, 
manufacturers, representa- 


tive agency, has been formed 
to succeed Edwin E. Bobrow 
Associates. Jerry Lewell and 


Edwin E. Bobrow formed the 
organization at 814 Broad- 
way, New York. 
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HOW 

TO SELL 
BISSELL 
SWEEPERS 


.. one in ao series 


eee ee eee eee ami si el 
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DOESN’T TAKE MAGIC TO MOVE BISSELL SWEEPERS! Just get the Bissells® 


out where customers can see and try ‘em... 


. prove to themselves how ecsy it is 


to tidy up and keep rugs clean with the Bissell between vacuumings. A year-round 
seller, the Bissell display more than earns its keep as customers see the colorful 
point-of-sale material and recognize the sweepers they've seen demonstrated on 


TV! The magic words are “stock, display and promote” to sell Bissells! 


_ = ' so . - A a a iat | 


® { 


rePuBLic’s Potty Hiex | 
DRAINBOARD TRAYS: 












: Stock No. 

featuring specially designed 200 VIRGIN 

» suction grips on a eS A 

. bottom. _ — \ 

GS S___=a | 


hen, 


te 


ae ”, ¢ Big 2>.. 






Will not fade ~. . 
soften or become 
Durable . . . long lasting gummy! 


The Ultimate in kitchen efficiency! 


Colorful cushioned protection for porcelain sinks and built-in 

drainboards. Ribbed edges guide drain water to sink 
Irresistible sales appeal! 

Red, Yellow, White, Pink, Turquoise 


ln, lls, 


© 19% 


ll oe ee = 
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Mo, 200 $1.80 retail, No. 201. $1.90 rwtat i | 
REPUBLIC MOLDING CORP. CHICAGO, ILL. ‘ | 
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Bissell Carpet Sweeper Co., Grand Rapids 2, Mich. 







PAINTERS PAL 


for easy painting 
of hard-to-reach 
places 


An efficient, handy tool for painting 
hard-to-reach check rails, especially 
when upper sash is stuck; also for 
painting around door and window 
frames, and other narrow surfaces. 
trushing surface is fastened to flexible 
handle that can be bent to proper angle 
most convenient for painting. A valuable 
item for the painter that means extra profit 
for you. Packed 12 per box, Order from 
your wholesaler. 


PLASTER-STIK fills hairtine cracks quickly, easily 











The favorite of 

millions of home- Other LEONARD 
owners for filling ; 
those nasty hair- products include: 
line cracks in plas- TRIM-GUARD 
ter. No mixing. ; PASTE-BAK 
No mess. Surface @ i 

hardens only will not shrink out of CRAK-SEAL 
crack, Self-selling display carton holds one PIPE-SEAL 
doz. sticks. An Seelieal profit item, 











SOLD THROUGH QUALIFIED WHOLESALERS 


THE LEONARD COMPANY 


DEPT. 8, 506 THIRD STREET « DES MOINES, IOWA 
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Wollum Directs Mirro's 
New Giftware Sales Unit 
Aluminum Goods Mfg. Co., 


Manitowoc, Wis., has named 
William C. Wollum sales man- 





, rx 
BG 


WILLIAM CC. WOLLUM 


ager of the newly-created 
Mirro giftware sales depart- 
ment, 

The department was 
created as part of the com- 
panys expansion into gift- 
wares, 

Mr. Wollum has been with 
the company since 1947, 


DEALER BRIEFS: 





(Continued from page 113) 


John High Hardware held 
open house recently at its 
new store, featuring Peanut 
Day, with Jerry Smith, lowa 
singing cowboy, appearing 
during the day and evening. 


Redmond, Wash. Hank 
and Gay Shedd, who oper 
ated a hardware store in 
Spinard, Alaska, for several 
years, recently opened Hank's 
Hometown Hardware in the 
Redmon Shopping Square. 


Richmond, Va.—Construe- 
tion is expected to be com- 
pleted soon on a new 6,000 
sq ft store for Puckett Hard. 


ware Co, on Meadowbridge 
Rd. Mr. and Mrs. C. B. 
Puckett started the store 


with $50 capital in 1915. The 
Virginia Retai!) Hardware 
Assen. helped plan the new 
store. 


Grifin, Ga.—Conatruction 
began recently on a new 
8.400 aq ft store for McGee 
Hardware and Machinery 
Co., Ine., on E. Solomon St. 
The store will be operated 


News of the Trade 


by Murray MeGee, a mem- 
ber of Griffin Sales and Ser- 
vice for 10 years. 


Columbia City, Ind.—John 
E. Ginder recently sold Gin- 
der Hardware, 122 W. Van 


Buren &t., to his son-in-law 
and daughter, Mr. and Mrs. 


Hartwell Giles. Mr. Ginder, 
who has been in the hard- 
ware business for 50 years, 


will eontinue to work at the 
atore. 


Maxton, N. C.—Maxton 
Hardware Co., owned and 
operated by John L. Pace 
for 20 years, has been sold to 
Wiley F. Steed and Jones 
Gwinn. The store will be 
operated as Steed - Gwinn 
Hardware Co. 


Greenville, 5S. C. Scare 
Hardware recently opened in 
the Pickwick Shopping Cen- 
ter. Jobey Scarr is owner of 
the store which is a branch 
of the Augusta Road Hard- 
ware Co. William H. Harper 
is manager. 


Roush Given New Duties 
With Borg-Warner Corp. 


Stanley J. Roush has been 
elected group vice-president 
of Borg-Warner Corp. Sev- 
eral divisions of the corpo- 
ration will report directly to 
him, 

Mr. Roush retains his 
present positions as presi- 
dent of Atkins Saw ,)iv., in 
Indianapolis, and Morse 
Chain Co., a subsidiary in 
Ithaca, N. Y. 


Two Companies Bought 


Landers, Frary & Clark, 
New Britain, Conn., has pur 
chased Standard Products 
Corp. and Everett FE. Young 
Co., Ine., both of Whitman, 
Mas A new 
Handy-Hannah 
Corp., has been formed from 
the purchase as a wholly 
owned subsidiary of Landers, 


Frary & Clark, 


company, 
Products 


Cooley Joins Janney 


John T. Cooley has joined 
the sales organization of 
Janney, Semple, Hill & Co.. 
Minneapolis wholesaler. He 
makes his headquarters at 
Marshalitown, Iowa, and wil! 
cover a territory in lowa 





OBITUARIES 


Floyd W. Arndt 


Floyd W. Arndt, 37, of 
Heins and Arndt hardware 
store in Olivia, Minn., died 
Oct. 7 at Renville County 
(Minn.) Hospital after a 
long illness. Mr. Arndt join- 
ed Heins and Byers Hard- 
ware in 1947 and became a 
member of the firm Jan. 1, 
1950, when the name was 
changed to Heins and Arndt, 
Ine. 


Howard F. Weckel 


Howard F. Weckel, vice- 
president in charge of sales 
of Gerts, Lumbard & Co 
Chicago, died Oct. Mr. 


- 


25. 





HOWARD F. WECKEL 


Weckel joined the company 
as sales manager in 1952 af- 
ter being associated with 
Martin-Senour Co. and El- 
liott Paint & Varnish Co. for 
more than 20 years, 


C. F. Thompson 


Clifford F. Thompson, trea- 
surer of Wallace Silver- 
smiths, Ine., Wallingford, 
Conn., died Oct. 13 after a 
brief illness. Mr. Thompson, 
who had been with the firm 
since 1919, also was a di- 
rector and treasurer of Wal- 
lace Silversmiths (Canada), 


LAd. 


Ss. P. Townsend 


Samuel P. Townsend, 
who invented a bal! bearing 


07, 


lawnmower, died Oct. 15 at 
the Ward Homestead in 
Maplewood, N. J. He had 


established lawnmower man- 
ufacturing plants in Bloom- 


field and Orange, N.J., where 
he produced 3,500,000 ma- 
chines. 


Earl B. Roberts 
Earl B. Roberts, who had 


been associated with Annis- 
ton Hardware Co., whole- 
saler in Anniston, Ala., for 
50 years, died Nov. 1. He had 
suffered a heart attack. Mr. 
Roberts had been purchasing 


agent for the company 30 
years. 
George Palmer 
George Palmer, who had 
operated Palmer Hardware 
in Detroit since 1919, died 
Oct. 14. He was 64. 
Edward H. Mullikin 
Kdward H. Mullikin, 81, 
active in the hardware and 
general farm supplies busi- 


ness for more than 50 years, 
died recently in Kentucky 
Baptist Hospital, Louisville, 
Ky. 


William A. Johnston 


William Anderson John 
ston, 82, former president of 
Hickman (Ky.) Hardware, 
died recently in Memphis, 
Tenn. He joined Hickman 
Hardware in 1903. He be- 
came president in 1906 and 
retired in 1953. 


Frank C. Hoppe 


Frank C. Hoppe, president 
of Frank A. Hoppe, Inc., 
Philadelphia, died Oct. in 
Philadelphia. Mr. Hoppe was 
active in shooting circles and 
was a director of National 
Rifle Assn. at one time. 


James S$. Baird 


James S. Baird, 72, a hard- 
ware dealer in Kansas City, 
Mo., for 53 years, died Oct. 
6 at St. Luke’s Hospital, 
Kansas City. 


Morris A. Slutsky 


Morris A. Slutsky, 52, 
president of Slutsky Hard- 
ware Co., Chicago, died Oct. 
12 in Michael Reese Hospital. 
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P & F Corbin Div., American Hardware Corp., at New Britain Conn., ended its two-week builders’ hardware school Nov. 2 
It was the 14th session conducted by the firm. Company officials who conducted the school and customers who attended 
are shown here. They are Harold E. Medbery, sales training director, and Harold B. Kent, contract sales manager, who 
conducted the school, and these Corbin officials who lectured: W. F. Middlemass, G. G. Raineault, T. W. Hinchliffe, B. 5 
Bernhard, N. A. Welch, L. W. Wandelear, R. M. Cruise, and &. C. Anderson. Customers attending were: Martin King, 
Harry Farrell, J. F. Hollfelder, M. L. Smock, David Bachly, A. Mueller, C. R. Emmerson, A. M. Seeger, Jr., Richard Bur 
kard, A. J. Turner, Jr... W. R. Wherry, W. J. Doyle, W. R. Greenman, A. O. Pritchard, R. F. Kelly, J. R. Kindt, A. J 
( oli ‘ hio, and H Hofferkamp. 


Ort-Heiskell Co., wholesale: 
in Wheeling, W. Va., recent 
ly moved into new quarters 
as part of its 120th anniver 
sary celebration. The new 
buildings take up two thirds 
of a city block The other 
third is for parking area 
(Company ofhcers in front of 
the new building are, left to 
right, WwW. I Kennedy, presi 
dent Henry (, Roth, vice 
president; D. Don Shonn, 
sales manager: Charles G 
Glauser, secretary - treasurer; 
and Mark H. Kennedy, vice 


president 
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The annua! sales meeting of lohn HH. Graham & (o., Ime , New York, drew th- largest attendance in the company 6 his 





tory The meeting wae at Miarble Hill Farm, Great Barrington, Mass. Shown at the meeting (left to right) are, front row, 
Larry Stewart, James Baker, Gilbert Shahbaz, John Bister, Justin Smith, Sr., Justin Smith, Jr.; back row, J. 5S. Buckley. 
Robert Marten, John Gonzales, Charles Schmitz, Joseph Drohan, Jerry Jacobsen, H. 5. Wilson, ‘ (%. Lehr, Ben Allen, 
George Graham, jack DeVonde, George Nichols, Harry Gardner, E. Senderling, M. Toro, H. 5S. Graham, Ed Walsh, A 
Birmingham, Gordon Astle, J. Vincent, B. Flynn, John Erickson, B. Martinez, R. P. Kramer, Harold Ward, Paul Prall and 
Robert Smith. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum W words. oe BM 
Eoch additional word. So 
Positions Wanted 
Speciai Rate) set solid, maximum 
AIR ERG FE SS Rice Ges eS Se 72 
Each additions! word.......... 


Allow Seven Words for Keyed Addreu 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°/, discount allowed for 4 of more con- 
secutive insertions of Boxed Displey Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Semples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, uniess accompanied by 
sufficient postage for remailing. 


No agency commission aliowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publicetion dote. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps 














Representatives Wanted Representatives Wanted | Representatives Wanted 





TOP EARNING SALESMAN 


to handle nationally known line 
exclusively 


This man will cover Greater Chicago, North. 
ern Illinois, Wisconsin and Minnesota. You'll 
be selling to housewares and hardware job- 
bers who know us as well as their own 
names. We're one of the nation’s leading 
manufacturers in our field, have an all-in. 
clusive line and back you up with a vigorous 
promotion program. We want @ young, ag- 
gressive man, 25 to 39, who's looking for a 
real career. You'll get salary and commis. 
sion the first year and soon go on straight 
commission, Write fully in strictest confi- 


dence to 
Sex K-i, care of HAROWARE AGE 
Ohestaut & b0th Gts., Philadeiphia 50, Pa. 








SALES AGENTS WANTED 


To call on Wholesale and Retail Hard- 
ware Companies Selling Manila and 
Sisal Ropes. 


Address Gon K-27, care of HARDWARE AGE 
Chestnut & 56th Gts., Philadeiphia 8, Pa. 











on 


STAINLESS FLATWARE SALES REPRE 
SENTATIVE WANTED FOR METROPOL 
ITAN NEW YORK Territory by old, established 
nationally known brand name AMERICAN flat 
ware manufacturer who is rearranging this 
territory. No missionary work necessary because 
line well known in this 100% protected territory 
Must be active and well known in entire house 
wares field. Liberal Commission basis. Address 
Hox K-35, care of Hampwane Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa 


ere mee or 


MANUFACTURERS’ AGENTS 


wanted for builders hardware line in the following ta- 
riteries’ Western Pennsyivania, West Virginia, Obie, 
indiana, Kentucky, Routhern Iilineis, Mlorida. Colorado, 
Wyoming, Utah, Arizona, New Mexican, New Bngland 
Bietes and Detroit, Michigen. Bend ali information re- 
gerding territory now covered and preducts you earry 


Address Geox K-7, core of HAROWARE AGE 
Ohestaut & 56th Sts, Philadeiphia 38, Pa 














oe enim 


SALESMAN, EXPERIENCED, 


for nationally 


advertised line of Key Duplicating Machines, Key 
Bianks, Locks and Locksmiths’ Supplies for the 
following states: Western Pennsylvania, West Vir 
ginia, Virginia, North Carolina and Seuth Caro 
linn, May be handled as sideline. Commission 
eis. Give territory, experience, references and 
limes carried. REIL LOCK CO., INC. Charles 
town, 

122 





Sales Representatives Wanted 


One of America’s largest mass production 
companies is now producing a custom 
design bathtub enclosure incorporating 
outstanding quality features, priced for 
volume sales. Unique merchandising pro- 
gram assures sales momentum and un- 
usual opportunity for large earnings. In- 
quiries invited from established sales 
representatives now calling on building 
supply, plumbing supply ond hardware 
supply outlets. Please state lines now car- 
ried and territory covered in your reply. 
Address: Geox K-M, care of HARDWARE AGE 
Chestaut & 6th Sts., Philadeiphia 30, Pa. 


WANTED 
GARDEN TOOL REPRESENTATIVE 


Manufacturer of garden tools with estab- 
lished accounts seeks Oklahoma-Texas rep- 
resentative with allied lines who calls on 
wholesalers and performs some detail work. 
Commission basis. Protected territory. Give 
full details as to experience, present lines, 
territory covered, etc. 


GARDEX, INC., Michigan City, indiana 














ESTABLISHING 


New national Males force 
hardware contacts 

perience no barrier 
ond Fifty.*’ 


coniact 


ACCESSORIES MANUFACTURING CO., inc. 
301 Admire! Bivd., Kansas City 6, Missouri 


of Manufacturers Reps. with 
Deal is unbeatable. Age or ex 

‘'Thirety and Thirty’ or ‘Pat 
We know what we're doing, if you do 














| 
| 





Manufacturer's RepresentativeWanted 


Beleeman now calling on hardware and variety 
with two or three non-confileting lines. We a's 
goed staple line of 0c, 45e and S0ec paints, low-priced 
alion paints and « nationally advertised line of popu- 
ar priced paints on & commission basis This mer- 
chandise has mass market appeal. Brery store selling 
painte ie a good prospect. Write advising age, terri 
tery covered, how often you cover it, lines now carried 
Address Geox K-10, care of HAROWARE AGE 
Chestaut & S6th Gts.. Philadeiphia 3, Pa. 








MANUFACTURER DESIRES 
MANUFACTURERS AGENTS 


In New England States, New York State, 


Western Pennsylvania, Virginia, West 
Virginia, North Carolina, Florida and 
Georgia. Calling on Hardware jobbers 


firat line hardware dealers and mil! sup- 
ply dealers to sell our quality line of 
Red Top and Industrial Threaded Rods. 
Applicants must be established aggres- 
sive outfite who can give this item vigor- 
ous attention covering thelr territory 
frequently and produce volume business. 
Give complete details when applying. 


CHARLES HESS COMPANY, INC. 


1020 East 46th Street, Brooklyn 3, New York 





ow nqerme: maencstetrne yee 











PAINT BRUSH ‘SALESMEN 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer Prefer men now 
ealling on peint, hardware, lumber dealers and indus 
trials. Protected territories. Established business. Will 
alee copsider sideline Man or manufecturers agent 


Address Geox 6/5. care of HARDWARE AGE 
Chestaut & 6th Sts.. Philadeighia SO Pa. 








LYN, 





| uters and 





WANTED: DEALER IN BRONX, BROOK 
QUEENS, and LONG ISLAND to whole 
sale popular packaged cement-sand mixes and 
small packaged hydrated lime to retail Hardware 
trade. Backed by continuous advertising and sales 
assistance. Attractively packaged and priced. Ex 
cellent wholesale markups. Address: Box K-23, 
care of Harnpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa 


REPRESENTATIVES WANTED. Manuta 
turers Representative calling on Plumbing and 
Heating ‘(ontractors—Hardware Dealers—Build 
ing Supply and Lumber Yard Dealers-—to sell 
Copper Tubing-—-Type K.--L. and M,.-—also Cop 
per Sweat and Flared Fittings. Many territories 
open State experience and Territory actively 
covered. Address: Box K-25, care of Hampwanre 
Aes, Chestnut ol 56th Sts., Philadelphia 39, Pa 


PAINT BRUSH SALESMEN 


Eetablished successful manufacturer with powerful Line 
has open territories for sales producers. Prefer men 
calling on paint, hardware, lumber dealers and large 
industrials, Will consider sideline men. We opersie 
New York and Atlanta warehouses 


Address Geox G-2. care of HAROWARE AGE 
Chestaut & S6th Sts., Philadeighia 38, Pa. 














EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib 
retailers. Unique demonstration sells 
& out of 10 om first call. Address: Box 620, care 
of Haznnware Ace, Chestnut & 56th Streets, Phila 
deiphia 39, Pa. 





Accounts Wanted 


“MANUFACTURERS AGENT COVERING 
Ohio and western Pennsylvania selling to whole 
sale hardware, and lumber trade desires additional 





A-1 lime on commission basis.” Address: Box 
}-18, care of Haanpware Act, Chestnut & 56th 
Sts., Philadelphia 39, Pa 








MANUFACTURERS REPRESENTATIVE 


| Traveling Florida desires additional lines. Builders 


| hardware or associated line. 


6 years experience, 
R. F. D’bheere, 
Florida 


selling wholesale trade. Reply: 
14601 South River Drive, Miami 50, 
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Accounts Wanted 





Accounts Wanted 





Help Wanted 








TIME TABLE COVERAGE 
WITH SALES 
IN NEW ENGLAND STATES 


A progressive and experi- 
enced manufacturers’ Repre- 
sentative agency selling to 
hardware, industrial supply, 
and garden supply whole- 
salers can offer the “time 
table" coverage to an addi- 
tional two manufacturers (non- 
competing) in New England 
States. We are aggressive 
merchandisers and can assure 
early arrival of sales. 


Write Geox K-32. care of HAROWARE AGE 
Chestnut & 56th Sts.. Philadeighia 3. Pa. 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadeiphia, Detroit, Cleveland and Lasts 
ville. We carry the account or you can bill dreet. 
Inquiries invited. Write ANCO Corporation. 7 Wood 
Street, Pittsburgh 22. Pa. 











WANTED A MANUFACTURER WHO 
WISHES to sell his products in Hardware Stores 
in the states of Minnesota, North Dakota and Wis 
conein on a direct Manufacturer to Dealer 
This advertisement is being run by another manu 
facturer who has an able proven salesman in this 
territory but who feels that his salesman could use 
a companion line All answers will held in 
confidence. Address: Box K-22. care of Haspware 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 


basis 


} < 





Attention: Sales Manager 


Large warehousing manufacturers represental| vee 
seeks an edditional volume line to warehouse and sell 
in New England Have fully integrated sales and 
promotional staff and procedures You or your ad- 
vertising agency may write to us in confidence. Please 
write to 
Address Geox K-28, care of HAROWARE AGE 
Chestnut & 56th Sts, Philadeiphia 36, Pa. 








ADDITIONAL LINES WANTED 


long estaldished 
all Bouthern States, 
ing (Okiahoma and 
Hardware and Mill 
ditional volume line 
hoth jobbers and companies now 
Address Geox K-22. care of HARDWARE AGE 
Chestnut & S6th Sts.. Philadelphia 36. Pa. 


sales ova nization 
Virginia through 
Texas aerving 


Supply 


covering 

inelud 
Wholesale 
Houses desires ad 
Highest references from 
represented 











INDIANA 


MICHIGAN, OHIO, KEN 
TUCKY SALES REPRESENTATION 
AVAILABLE. We contact and sell all classifi 


cations of the hardware and houseware trade, ex 


cept the small run of retailers. Capable, Aggres 
sive, Firmly Established Over Many Years. Ad 
dress: Box 1-31, care of Hanpwaer Ace, Chest 
nut & 56th Sts., Philadelphia 39, Pa 

WOULD LIKE ONE TOP LINE COM. 
PATIBLE WITH PRESENT PAINT LINE 
(‘ontact industria] plants, hardware lumber and 
building supply dealers and distributors North 
western Ohio including Cleveland, Manefield, 
Lima and Toledo. Aggressive, Reputahic, Repre 
sentation assured by man age 36. Address: Box 
K-37, care of Haspware Ace, Chestnut & 56th 
Sts.. Philadelphia 39, Pa 


EXPERIENCE, AGGRESSIVE MANUPAC 
TURERS AGENT, well known to the jobbing and 
hetter class retail trade, idcditional line 
of merit for the states of Ohio and Indiana: hard 


desires ati 


ware, handtools, ete., preferred Ni mports, 
manufneturers only, please Address: Rox K-5, 
eare of Haspwaee Ace, Chestnut & Séth Sts., 


Philadelphia 39, Pa 


| competitive line who wishes Top Notch e 


Export Sales Manager 


Forty Years of Foreign Trade Management 
and Sales Consultants, give this firm top 
rating for your consideration for the fur. 
therance of your export sales problems. 
Established overseas contacts and personal 
staff visits insure the successful sales 
promotion of your products in the Foreign 
market. 


lf you are not now getting the volume of 
overseas sales your product deserves, then 
it is time to revise your export sales 
policies. Let this long established foreign 
trade organization act as your export sales 
managers and prove by action, not words, 
what can be done for your line. 


Address Geox 1-37, care of HARDWARE AGE 
Chestnut & Séth Sts.. Philadeiphia 30, Pa. 








ITEMS OR LINE 


Will distribute under our own label and in- 
ventory stock up to six figures. Builders Hard- 
wore or compatible items. Have excellent 
distribution in Eastern half of U. S$. We are 
a very reputable long established manufac: 
turer of lock sets 

Address Geox 1-13, care of HARDWARE AGE 








Chestnet & S6th Sts.. Philadeighia 1, Pa. 





ATTENTION MANUFACTURERS Manu 
s Representative wants one additional line 
Manutacturer of a high quality and 


facture? 
wwe ive 


Verage to 


| Rated Accounts in Michigan & Ohio. All replies 
treated in complete conthdence Address Box 

‘6, care of Happwane Ace. Chestnut & 56th 
Sts., Philadelphia 39, Pa 





rut A 





| 


i 





Help Wanted 





WANTED: ASSISTANT HARDWARE 
STORE MANAGER in progressive hardware de 
partment in college city of central California an 
minutes from State Capitol Integrity, exper 
and sales ability will provide excellent op 
portunity in long established firm of top reputation 
DAVIS LUMBER COMPANY, DAVIS, CAI 
IPORNIA, 


Ciiee 





oe - eee ne ne -e e e —-~ 





HARDWARE BUYER 


Large wholesaler requires aggressive man ex 
perienced power tools, hand tools, and 
gardening. Willing to locate near Chicago. 
State experience, age, salery, etc 


Address Geox K-38. care of HARDWARE AGE 
Chestnut & G6th Sts., Philadeighia 1, Pa 


in 











SALESMAN WANTED Salesman 0-3 
needed to (onneticut and Western Mas 
sachusetts selling top rated lines to hardware, ga: 
den supply and industrial supply 
S4ies e€Aperience and 


enve? 


wholesalers 
Must have good 
record, compensation; 
elected by thie manufacturers 
have fine opportunity after proving himeeit 
Box K-30, care of Hamowaer Ace. 
Séth Sts., Philadelphia Va 


SALES MANAGER Old established 
facturet hardware hae 
dynamic young man as sales manager Muet he 
experienced builders hardware man. Send 
ibout your background and other particu 
lare and enclosed photograph of yourself. College 
preferred. Address: Box K-31, care of 
Hampwaee Ace, Chestnut & Séth Sts., Philadel 
phia 39, Pa 

OPENING FOR AN EXPERIFEPNCED 
RUILDERS’ hardware man age 30 to 45, to un 
derstudy Sales Manager Medium sized manu 
facturer. Address low K-33, care of Haspwane 
Ace. theastnut & Séth St« Philadetohia 79. Pa 


productive 

The man 
will 
Ad 


( heat 


COMM 1 Sailor basis 


representative 


dress 
9, 
nari 
builders opening tor 
an 
es 


tie 


yraduate 
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hiladelphia 


| located in New York City 


terry 





MANUFACTURER'S SALES AGENTS 


Nationally known manufacturer Christmas Tree Lights, 
Decorations, Plashiights, Batteries expanding market 
seeks reputable selling organizations calling on Hard- 
ware Jobbers, Chain Stores. Territories: Upper New 
York Btate: Southern Obie, Kentucky and Indians. 
Southeastern Btates: Pioridsa. Write full details 


Address Gex K.36, care of HARDWARE AGE 
Chestaut & S6th Sts, Priladeiphia 8, Pa 














Business Opportunities 








LARGE MANUFACTURER IN ENGLAND SPECIALIZING 
IN SMALL STAMPED AND PRESSED METALWARES Ih. 
TERESTED IN MAKING AMERICAN SPECIALTIES UNDER 
LICENCE. SEND DETANLS TO: 


Address Gen KS, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 8, Pa. 








YORK STATE 





CENTRAL NEW 
loc ated 


Modern 


STORE 
old established business 
street county seat town 10,000 
front and fixtures. Clean stock hardware, 
housewares and paint. Lease building reasonable 
Sell at inventory plus fixtures and equipment 


Address 


HARDWARE 


main 


store 


rent 
about $25,000 complete; owner retiring 


Rox K-4, care of Hanowaee Ace, Chestnut & 
‘6th Sts, Philadelphia 39, Pa 
FOR SALF HARDWARE, APPLIANCE 


AND PAINT STORE. Located in South Central 
Florida, over fifty years same location, reasonable 
rent, best location in town, require $355,000.00 to 
handle. Other interests require attention of owner 
Address: Box 1-24, care of Hamowane Ace, heat 
nut & 56th Sts, Philadelphia 39, Pa, 


rOR SALE Hardware store. Located in 
South Alabama town, over 40 years same location 
sales over $100,000 last year, inventory $50,000, 
discount, lease or sale on building A good 
oppertunity for some one. Address: Box K-24, 
of Hasnware Ace, Chestnut & 56th Stes., 
9, Pa 


TOOL 


will 
care 


FACTORY FOR SALE 
Competent blacksmith 


[ ORGED 


no make excellent profit, Address: Box K-26, 
re of Hannwaee Ace, Chestnut & S6th Sts 
Philadelphia 9, Pa 





Positions Wanted 





SALESMAN WITH TWELVE YEARS’ EA 
PERIENCE selling on the wholesale level wants 
sition travelling in Missouri and Kansas terri 


Acquainted with leading distributors in hard 
ware, chemical, and garden lines. Experienced in 
promotional work with distributer salesmen. Ad 
rees: Bow K-17. care of Haspwaek Ace, Chest 
nut & Séth Sts., Philadelphia 39, Pa 

ATTENTION MR. PRESIDENT. Are 


ytrti 


troubled by low net income’ Employed hardware 
executive interested in making change due to 
ceiling on present earnings Experienced all 
' phases, wholesale operation, have outstanding 
rd, nominal salary with bonus arrangement 
refer southeast. Address: 3-17, care of Hann 


wane Ace, Chestnut & 56th Sts., Philadelphia 39, 
t's 
SUCCESSFUL HARDWARE SALESMAN, 


ilways in the Top Twenty group of Saleemen for 


the past ten veare for the large, national, St. Louis 
llardware jobber presently representing, desires 

make a change before January 1, 1957. Want 
'o represent Manufacturer, selling direct ta the 


retailers in Illinois, Missourt or adjoining states 
Will send complete information upon request 
Address: Box K-15, care of Haspwaee Ace 
(hestnut & SHth Ste : Philadelphia 9. Pa 

FOR 20 YEARS A TOP PRODUCER for a 
top rated Hardware Wholesaler, | would like «a 
connection with a Manufacturers Agent calling on 





| wholesalers in the San Francisco area, with future 


tee! 


Associate Status. With my varied experience | 
qualified to get excellent results b xcellent 


| references as to honesty, ability and sincerity from 


care of 


Philadel 


Reo | ii, 
Séth Sts.. 


my present employer Address 
Hasnowase Ace, Chestnut & 


9 Va 


124 








WATCH this 


It's going places... 


your Goulds distributor. 


get more with Goulds! 
Dept. HA-16 


Goulds Pumps inc. 
Senece fails, N.Y 





and COMPRESSION 


TYPE FITTINGS 
at 
DOWN TO EARTH 


PRICES 


7 


, EAS 








. and 
you can get yeur extra prof- 
its by ordering today from 


Watch the other depend- 
able Gould pumps... . the 
complete proft-line. You 


PLANO, TEXAS 


oodell 
\, 





water system! 














PUTTY KNIVES 
WALL SCRAPERS 
LINOLEUM KNIVES 


GOOD materiale 
GOOD tools 







GOODELL COMPANY «@ Antrim. wn. x 








ROYAL 


Crystal 
FUSES 


the ORIGINAL 
Giass Top Fuses 
ROYAL ELECTRIC 


Corporation 
Pawtucket, R. |. 


Manufacturers of WIRE + FUSES + CORD SETS + WIRING DEVICES 








GOOD craftemanship 








Index to Advertisers 
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Alumatone Corporation 
Aluminum Goods Mfg. Co. 


American Chain Div.. Ameri- 
can Choin & Cable Co.. 


Inc. 


American Floor Surfacing 
Machine Co. 


American Grease Stick Co. 
American Pamcor, Inc.. Air- 
cratt-Marine Products, Inc. 


American Toy & Furniture 


Co. 
Aristo-Mat Co. 
Armstrong Bros. Too! Co. 
Arro Expansion Bolt Co. 


Atkins Saw Div., Borg-Warner 
Corp. 
Athol Machine & Foundry Co. 


B 
Bassick Co. The 


Benada, Div. of Textron, Inc. 
Bethiehem Stee! Co. 
Bissell Carpet Sweeper Co. 


Bridgeport Brass Co., 
(Aer-A-Sol} Products. 


Bridgeport Hardware Mfg. 
Corp. 


Brown, Inc., John Ciark 


Cc 


Capitol Mfg. & Supply Co 
Century Drill & Tool Works 
Champion Brass Mfg. Co. 
Chicago Spring Hinge Co. 
Circle Metal Mfg. Co. 
Cleveland Twist Drill Co., The 


Columbian Vice & Mig. Co 
The 


Congoleum-Nairn, Inc., Gold 
Seal Div. 


Continental Can Co. 
Cooper Mfg. Co 

Ceoper Thermometer Co. 
Corning Glass Works 
Crescent Tool Co. 


0 


Dalton Mig. Co. 


93 
108 


66 
105 
59 
119 


65 


62 
126 


103 
70 
11s 
125 
96 
27 


96 


35 


26 


92 


Dayton Electric Mfg. Co 
Dicks-Pontius Co., The 
Dykem Co., The 


E 


Eagle Electric Mfg. Co 
Eastman Products Corp 


Farm Journal 

Fitler Co., Edwin H. 
Fleischmann Handle Co. 
Francis Co., A. W. 
Frederick Mfg. Co., The 


G 
General Electric Co., Lamp 
Div. 
Goodell Co. 


Goulds Pumps, Inc 
Graham & Co., Inc 
King Cotton-Cordage 
Greenlee Too! Co 
Gries Reproducer Corp 
Griffin Mfg. Co. 


+ 


Heller Tool Co. 
Heller Co., W. C. 
Hindley Mfg. Co. 
Hoppe, inc., Frank A. 


Hoyt & Worthen Tanning 
Corp. 
Hyde Mfg. Co. 


independent Lock Co. 


international Salt Co.. Inc 


J 


Jones & Laughlin Stee! 
Corp. 


Inc 


22 
80 
104 


64 
124 


28-29 
114 
71 
90 

96 


124 
124 


John H.. 


126 
87 
117 


71 
115 
58 
i14 


106 
"9 


67 


31-86 
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“HI-DUTY” Spring Butt-Hinges 
and SPRING STEEL BUFFERS 

































» Russell Chain Div. of Risdon 
Mfg. Co. 109 
Kawneer Co. 62-83 Russell Harrington Cutlery 
Keil Lock Co., Inc 57 Co. 93 
Kester Solder Co. 72 Russell, Burdsall & Ward 
Krylon, Inc. 94 Bolt & Nut Co. i§ 
Kwikset Soles & Service Co ii 
$ 
L Samson Cordage Works TY 
Pe Cel 
TRUCKING DOORWAY 
Lawn-Boy, Div. of Outboard Sharon Bolt & Screw Co. 106 , : - iit dia il Popes tn 
* Ext j “PHI " Spring 
Marine Corp. 8! Sheffield Steel, Div. Armco Hinges ond Sedna Stee! Buffers, to ae extra long service under 
Lenk Mfg. Co. 73 Steel Corp. 55 cay Conerwens 
: , 'Hi-D Spri *t-b4) *) le Acti ith 
Leonard Co., The 119 | Shelby Spring Hinge Co. 68 | ™ Jill" Shtect econcmies for Ine weer and function property fer’ mony 
Libbey-Owens-Ford Gloss Simonds Saw & Steel Co. 19 oa 
Co., Window Glass Div 53 | Simonsen Industries, Inc. 125 soe see ar ne yet a anil OM PAG ¢ — 
Linck Co., O. E. 126 | Simplicity Mfg. Co. 24.25 wherever modern, P qwe y P wed 
Southern Screw Co. 75 the men who know and specify . SPRING HINGES 
M Southland Mower Co. 9 “Spring Hinges of Quality” 
Star Metal Products Co. 63 
Marshalitown Trowel Co. 126 | Stratton & Tersteqge Co 4 
: sr > 
McGill Metal Products Co 84 Fall City Div iit (r hj ] C di 0 tj Si 14 1 } F l It 4. L (T 1] 
Miller & Co., Inc., Robert E. 126 Supplex Corp. 84.108 | 1500 CARROLL AVE CHICAGO 7 ILI 
Myers & Bro. Co., F. E. 110 
T SIMONSEN 
N TOOL & TACKLE 
Tate Co., E. H. 116 | Tha and BOXES 
National Lead Co. 88-89 True Tem Cc | 
per Corp. 23 | 
National Lock Co. 101 Promote these : 
National Mfg. Co. 125 P 
National Metal Products Co. 100 U 
National Screw & Mfg. Co. 127 Union Malleable Mfg. Co. 33 Imoncel FIRST eee 
New Britain Machine Co.. United States Plywood Corp.., 4 a fy Bn = pay A 7 for sizes, 
_ 107 Industrial Adhesive Div. — | —y* 5 4 it 
Nicholson File Co. a Glues 11s p R{) ail Se cldens neccad tent watertels.. 
Nixdorff-Krein Mfg. Co. 61 Universal Metal Products tan ite. peeeae Ter 
Co., Div. of Air Control BUILDERS! p= FL CREO): 5 — full profits 
Products, Inc. 85 . Write for catalog of full Simonsen line 
-¢ » SIMONSEN INDUSTRIES, INC. 
1414 Seuth Michigan Avenue Chicage 3. Ilhinets 
Oster Mfg. Co. 18 Vv 
Vichet Tee! C se Our new cataiog No. 26 
che ol Co. 
. “ heips dealers know all of 
the answers about — 
Portable Electric Tools, Inc 126 WwW 
Propulsion Engine Corp., Div. 
of Food Machinery & Wall Mfg. Co 62 
Chemical Corp. itt Warren Tool Corp 69 BUILDERS’ HARDWAR t 
Warwood Too! Co. 97 Many new products have been added to this esteneve line 
that has served the tode feithtuity for + 
Wen Products, Inc. 16-17 2) mest berm metertels the mame Matar ond the tg opin oe tte bg 
Wisconsin Alumni Research 
Remington Hardwore Co Foundation 108 
Inc. 106 
Republic Molding Corp Wg 
Republic Stee! Corp. 20-21 x 
Royal Electric Co. 124 | Xcelite, Inc. 116 
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mm MARSHALLTOWN 
a ma TROWELS 


MARSHALLTOWN TROWEL COMPANY « MARSHALLTOWN, IOWA 


Tie-in With 
Strongest Local 
Power Tool 
Promotion Ever 


0 f f od | t for information write 














— ecm 

















Hg Auger Bit Sch 


Sell GREENLEE 22 Solid-Center 
| Auger Bits in sets ond moke extra large 
| sales. Durable green plostic rolls 
contain sets of 6, 6, 9, or 13 bite. 


CREENLEE 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading “What's New,” which appears in every issue on page 12. During each month HARDWARE 
AGE brings you rnore listings of new merchandise than any other hardware magazine. 


HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 





PORTABLE ELECTRIC TOOLS, INC. 


De HA 10/25/58 
320 W. Bird S*t., Chicago 20, ii. 




















Aluminum al iat “a SELL 
POTATO BAKE Pa et 
RACK OO gg oD ek ee S plus 
: 9 7 @AKEO 
RETAIL | « | yd ? & 
Folds flat for Selling od " -_ ‘ | 
for storage at home 1 oT aa sen 
potatoes bake PAST fll Aly “m\ when you sell BULBS 
because aluminum con- iL. ° pets ‘ 
ducta heat 4% times a a ad »> , >. protects MO-GO placed around bulbs planted in the 
fueter than stee i. i o” , * _” Fali will give complete protection against their 
liousewives like the neal *, “ A) 7 b \| destruction by field mice and moles. An 
folding peters — conducting Py .3 2! Fy - UiDS added profit to you and protection for your 
it takes littie counter , A ve P eet customers. 
space, can be solid on ALUMINUM Be tron moles "es ss Only complete controt’’ 
we at sty ey nga - L , / Journal of Wildlife Management. 


sumer, and ot : . Trial tai 5 ‘ Home si ‘ 
—iTitiemia = tield mice 300 belts) $1.00; Estate else $375" Call 
sue retall your wholesaler or write 
One of 50 Kenberry Gadgets JOHN CLARK BROWN '#< 

is oon be, i ceeseeiaiinie de O. E. LINCK CO., Inc., Clifton, N. J. 


write fer information. GELLEVILLE ONY enberry onocers (creators of world famous TAT Ant Trap) 


DOMES » SILENCE __....... mundial 
REGULAR— M09 ott St DOMES » SILENCE 


Excellent mirror finish, plus ao heavy nickel 
7 ogee for every plate 















Extra case 





nee PURNITURE LEVELER > 
\ Be Sure and Stock Adjustable Combine- 
as _ REMCO tion Leveler and Glider 


for Uneven and Un- 
Bokelite Furniture steady Furniture 
Rests and Caster 


. 
' 
\\ 


Ane) 


RUBBER-CUSHIONED! 
GLIDE 





; . 
ee 
i 4 
" 














SOFTLY, SILENTLY 
sear: SIZES—i" base, 4 on ’ 
One set of 4 in @ Cups. cord: 14%". 2 on card: SMOOTHLY, OVER 
pemer a oS Depts Shatterproof i", 2 on card. Drive ALL FLOORING. 
a A — atte 8iG Sellers into universal socket or . SIZES AND TYPES 
SIZES: "4" "y" %" 6/16" hole. 4 FOR ALL WOOD OR METAL FURNITURE, 

Al rT is vy . 
oa lk a : ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
your Jebber or write— 
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curt _— 
THREAD 


MACHINE BOLTS 


eS ee eel 


FINISHED 


Pa 
/ 


|{ BETTER BUY NATIONAL 


- 











“NAT” STANDS OUT 


for one-source buying 


Want to reduce your fastener handling and ordering problems? 
Switch to one-source buying. National stands out as your most logical single source 
because: |. It’s the complete line. 2. Packaging is uniform, colorful, with buy appeal. 
3. Color-coded labeling makes stock handling easier. 4. Quality is unsurpassed, 
assures constant customer satisfaction 
‘ Standardize on National and eliminate costly prob- 
lems of multiple-source buying and handling. Sell 
National, and you'll be selling the complete quality 
line-—the one that stands out 


>>> RAT *: ( Reis 
y cine Ask Your Distributor... He Knows 


— 
oe . a 






O THE NATIONAL SCREW & MFG. COMPANY 
CLEVELAND 4, OHIO 


‘ “Oy a a / B&B | 
ly cuegres } FA 5 _— Pe — Pacific Coast: National Screw & Mfg. Co. or Cal. 


re ; 


3423 South Garfield Ave., Los Angeles 22, Cal. 





CLASSIC 


8-cup Chrome.on- Aluminum $7995 


Reta! 


a “ 
MIRRO-MATIC 


to satisfy everyone who wants a 
comply aulomalie 
ELECTRIC PERCOLATOR 


Size...style... finish... and 
price ...they’re all yours to choose, 


when you choose MIRRO-MATIC! 


And every MIRRO-MATIC is completely 
automatic! No dials to set, no lights to 
watch, and feather-light to use! Just put in 
coffee and cold water and plug it in. Perks 
automatically, stops automatically, then 
automatically changes to low heat that keeps 


coffee hot till poured! 


Satisfy everyone! Display and sell 
MIRRO-MATIC, the complete line of 
completely automatic electric percolators! 


(West, 21.95) 





/ 


Buy from your MIRRO Gobber! * 


CONTEMPORARY 


wome-on _— “ 7” 


(West. 18.95) 


POLISHED 
ALUMINUM 
ton tammy Ne 

Same size and design 


available in tarnis! ae 
Gold-Tone Alumil:te 


nish — Reta! $13 
(West, 14.95) 


PETITE 
cp Potoned Atuminum. $9 (995 


(West, || 95) 


* yi 64, Nines > 


Y Gecsaniecd by 
, (ieee =) Al 
\ UL) 
'» ; 


Tw PINES T ALUMINUM 





ALUMINUM GOODS MANUFACTURING COMPANY 


FIFTH AVENUE BLOG 
WORLD'S LARGEST 


NEW YORK to 
MANUFACTURER 


OF 


ALUMINUM 





* MANITOWOC, WISCONSIN 


MERCHANDISE MART. CHICAGO S4 
COOKING VTENSILS 





